














CHRISTMAS CHOIR: 


One of many Yule activities in banks (See page 11) 


This Month: 


AUTOMOBILE FINANCING by Albert F. Lockwood 
PLANNING A BANK STOCKHOLDERS’ MEETING by Frank J. Green 


DEVELOPING A NEW FARM DEPARTMENT by Joel A. Burns 
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s the 75th-anniversary year of the American Bankers Association 
draws to its close, uncertain days lie ahead. But in the firm and unwa- 
vering support which the bankers of the country give the government in 
combating inflationary trends and channeling credit into vital produc- 


tive uses, America finds a heartening measure of its great financial and 


industrial reserve strength...a matter for quiet and grateful jubilation. 
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Lobby Display 


Srrs: Our bank is located in the heart 
of Utah’s vast coal mining area, having 
within a radius of thirty miles more than 
forty mines, the largest of which produces 
8,000 tons of coal per day. 

The picture shows a mural now on dis- 
play in our lobby of the Mesa Verde time, 
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60,000,000 years ago when the major coal 
beds of Utah-Colorado were being laid down. 
The plants, trees and animals are done in 
accordance with fossil remains found in 
Carbon County. 

This display is attracting an unusual 
amount of interest and is bringing many 
visitors to our lobby each day. The local 
and Salt Lake City papers have featured it. 

Ear F. Hits, Assistant Cashier, 

Carbon Emery Bank, 
Price, Utah 


Korean Incident 


To—First NATIONAL BANK AND TRUST 
CompANY, FREEPORT, LONG ISLAND: We 
are the crew members of a B-29 aircraft 
lying in the Korean campaign. The other 
day we noticed an almost obliterated decal 
in the aft compartment. As near as we 
tan make out, it states that our ship was 
built from funds made possible by your 
employees purchasing War Bonds during 
World War II. 

We got the ship at March Air Force 
Base, California, our home station, before 
coming to Okinawa. Her World War rec- 
ord is reputed to be excellent. Yesterday 
we flew our tenth mission of the Korean 
Campaign. We have come to develop a 
gran’ affection for the old ‘‘Crate,” and 
thouzht we would bring you up to date 
with her activities. 

J. . Taytor, Ist Lt., USAF, 

hi. P. BENNETT, Ist Lt., USAF, 
2nd Bombardment Squadron, 
22nd Bombardment Group 
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To—Tue Crew or “THE SPIRIT OF 
FREEPORT’: In 1942, the citizens of Free- 
port, with the active assistance of the First 
National Bank, raised $700,450 through 
War Bond sales for planes and equipment. 
This was enough to purchase two heavy 
bombers, one light bomber and a fighter 
plane. These were to be named “The 
Spirit of Freeport—I,” “The Spirit of 
Freeport—II,”’ etc. So it appears that at 
least one of these planes is still in working 
order. 

Since then, the former First National 
Bank has merged with two other banks to 
become a part of the Meadow Brook 
National Bank. All of us connected with 
this bank want you to know that we 
appreciated your letter and the sacrifices 
you are making in behalf of the cause which 
we all believe to be just and right. Asa 
token of our gratitude and feeling of kin- 
ship, we would like to invite you to be the 
guests of the bank and the Village of Free- 
port on a four-day holiday as soon as your 
duties in the U. S. Air Force will permit. 


AuGustus B. WELLER, President, 

The Meadow Brook National 

Bank of Freeport, 
Freeport, Long Island 
Ed.—Permission granted, the sixteen-man air and 
ound crew of the ‘Spirit of Freeport’’ flew the ship 
rom Okinawa to Mitchel Field Air Force Base on Long 
Island, landing on Armistice Day. From there, a 
motorcade carried the crew to Freeport Municipal 
Stadium where they participated in Armistice Day 


ceremonies, and then remained in Freeport for a recep- 
tion and four days of entertainment. 
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Timely 


Sirs: At the suggestion of Herbert V. 
Prochnow, vice-president, The First Na- 
tional Bank of Chicago, we are sending a 
copy of “Production Management in 
Small Plants,’”’ Number 5 in the Business 
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Research Series of the Stanford Graduate 
School of Business. 

This study, which we are especially inter- 
ested in distributing through banks, is an 
attempt to help meet the generally rec- 
ognized need for greater management 
“know-how” in small plants. It is not 
intended as an operating manual, but to 
spotlight common shortcomings and to pro- 
vide practical suggestions to guide the small 
plant operator. Expansion of military 
procurement and _ subcontracting have 
made the subject particularly timely 

If the booklet is to make the contribution 
we hope it may make, it must be placed in 
the hands of the small plant operator him- 
self. To this end we are offering substantial 
quantity discounts. 

Research and Publication Committee, 

Graduate School of Business, 
Stanford University, 
Stanford, California 
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Over 600,000 Bell Telephone People 
Are Helping to Get Things Done 


It takes many things, all put together, to 
provide good telephone service for a big and 
busy Nation. 

There are telephone instruments and switch- 
boards and buildings and almost endless miles 
of wires and cables across the country. 

These are important. But they could not 
possibly do the job without the skill, loyalty 
and courtesy of more than 600,000 Bell Tele- 
phone men and women. 


That is the vital human force that puts life 
into all of this telephone equipment and makes 
it work smoothly and efficiently for millions of 
people. That is the priceless asset of the Nation’s 
telephone system. 

Essential as they are in peace, the skill, cour- 
tesy and energy of Bell Telephone people are of 
even greater value in time of national defense. 
They are now helping the country’s industries 
and armed forces to get things done. 


BELL TELEPHONE SYSTEM 
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TRENDS IN FINANCE 











Lender Viewpoints on 
Mortgage Trends 





Virtually all lenders agree that Regula- 
tion X and restrictive FHA and VA regu- 
lations will have some far-reaching effects 
on mortgage financing, but there appears 
to be considerable variance of opinion as to 
what the repercussions may be. 

To provide some practical clues on the 
probable trends ahead, and the adjustments 
that lending institutions are likely to make 
as a result, several well-posted individuals 
have been asked to contribute their views 
on the subject. W. J. L. RAY J. R. JONES 

The ‘“‘round-table” participants include 
J. R. Jones, vice-president, Security-First 
National Bank of Los Angeles; Roland A. 
Benge, vice-president, The Detroit Bank; 
L. Douglas Meredith, executive vice-presi- 
dent, National Life Insurance Company, 
Montpelier, Vermont; John M. McGill, 
superintendent of city loans, Equitable 
Life Insurance Company of Iowa, Des 
Moines; Walter J. L. Ray, president, 
Standard Federal Savings and _ Loan 
Association, Detroit, and president, United 
States Savings and Loan League; Ben H. 
Hazen, president, Benj. Franklin Federal 
Savings and Loan Association, Portland, : 

Oregon, and vice-president of the United R. A. BENGE B. H. HAZEN A.H. CADWALLADER, Jr. —L. D. MEREDITH 
States Savings and Loan League; A. H. 

ae Caen tan ane ee Experienced mortgage lenders analyze Regulation X repercussions 
and T. Volckhausen, publisher, Bankers 
Research, New York City. 

Following are the specific questions 
raised in the opinion survey, and a sum- 
mary of the viewpoints expressed: 

1. How drastically will housing construc- 
lion be curtailed? 





























reduction. Mr. McGill looks for a 50 per these loans may become more liberal. 
cent curtailment nationally. Moreover, Mr. Meredith comments that 
However, Mr. Cadwallader, Jr., states many of the older houses are now financed 
that it is his understanding that some sort’ with high ratio loans no longer procurable, 
of an accurate survey will be made by the and the sale of such equities requires a 
government during the next six months to smaller down payment than under Regula- 
The consensus of opinion seems to be measure the effect of the housing restric- tion X. However, he adds that it is rea- 
that the regulations as now drawn will _ tions, and if a greater reduction than antici- sonable to expect that if the inflationary 
reduce new housing starts in 1951 well pated is resulting, the restrictions will be effects should become pronounced, steps 
below the 850,000 level set as an estimate relaxed to approach as nearly as possible may be taken to impose Regulation X on 
or objective by housing officials in contrast the 850,000 goal. exempt conventional loans. This would 
to the 1950 pace of some 1,300,000 units. 2. Will the new regulations have an infla- require Congressional action changing the 
Mr. Benge foresees up to a 60 per cent tionary effect on the prices of older homes, or Defense Production Act of 1950. 
slash in home construction compared with will there be counteracting factors? Mr. Cadwallader, Jr., does not think that 
the pace earlier this year. He bases his Most of the lenders surveyed agree with the present regulations will have an infla- 
prediction on an ifttimate knowledge of the Mr. Jones’ statement that “‘it is certainly tionary effect on the prices of older homes 
plans and thinking of large speculative reasonable that Regulation X will have an for at least six months or more. “There are 
builders who are responsible for much of the inflationary effect on the price of older outstanding, I believe, perhaps 500,000 
current volume in the Detroit area. He homes because credit in connection with the FHA and VA commitments on the pre- 
linds that they are not willing to risk the purchase of these homes is not regulated, October 12 basis,”’ he states. 
heavy initial investment for land purchases ag is the case on homes built since August 3. What will be the comparative effect of 
and utility installations under present con- 3.” It is pointed out that many potential {he regulatory restrictions on the volume of 
| ditions of restriction and uncertainty. “I buyers not able to furnish the required FHA, VA and conventional loans? 
| look for 500,000 or 600,000 new starts next down payment to build a new home or pur- Here some differences of opinion were 
year,’ Mr. Benge concludes, but he adds chase one started since August 3 will turn uncovered. Mr. Hazen probably repre- 
that the effect on lending institutions will to an older home. ‘This diversion, it is sents the majority viewpoint when he rea- 
hot he pronounced until next spring due to expected, will support and perhaps inflate sons: “It would seem that FHA lending 
the iarge number of commitments out- the prices of older housing. A counteract- will suffer most, and VA next.” He con- 
standing. ing factor cited by Mr. Jones is that FHA tends that the one reason for a borrower 
Wile this volume estimate may sound and G. I. loan regulations cover old as well to use FHA has been to get a larger loan, 
extreme, it is to quite an extent corrobo- as new construction, but there may be a_ and that advantage has now been reduced 
fate’ by others on this “printed panel.” trend toward high percentage conventional or wiped out. He adds that conventional 
Mr. Jones reports that “the most informed loans. Mr. Volckhausen believes that if loans, at least by local savings and loan 


- > i seems to believe that curtailment restrictions remain in force it won’t be long associations, can now compete with them. 
eR Ol Co 
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| Ol construction will range from 40 per cent before many of the lenders who depend Mr. Volckhausen is even more emphatic, 
=a } | to 75 ver cent of the volume prior to the largely on mortgage income will be reaching in predicting that FHA volume will be cut 
ne” regulation.” In the Los Angeles area he for just such conventional mortgages, and _ to the bone; he claims that with equal terms 
= thinks there will be at least a 50 per cent also that appraisals in connection with the average lender will prefer to make a 
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conventional loan involving less red tape 
and usually earning a better interest rate. 

This may vary according to local lending 
practices, though. Mr. Ray holds that in 
the Detroit area there will still be sufficient 
difference between the maximum conven- 
tional loans obtainable and the terms avail- 
able under FHA so that the comparative 
volume of FHA loans will not be materially 
affected. He grants, however, that this 
may not be true in many areas. 

“In our area,” says Mr. Jones, “we feel, 
that the greatest effect of the restrictions 
will be upon the G. I. lending, because of 
the preponderance of this type of financing 
for large tract developments, most of which 
offered sales with very little or no down 
payment. If one were to compare the 


effect on an individual case, of course, it 
would be more severe on FHA loans be- 
cause of the large down payment required. 
But, thinking of the volume of construction 
as a whole, it would seem the greatest cur- 
tailment would come in the G. I. financed 
tract development.” 

4. Do you anticipate a flood of instances 
where the VA will approve 30-year terms, in 
cases of “actual need?”’ 

While this provision is expected to have 
some softening effect, with one exception 
the lenders surveyed did not anticipate a 
large number of requests for extended 
amortization by the veterans. 

As the exception, Mr. McGill asserts that 
his institution’s experience is that it re- 
quires a 25-year term to qualify at least 





offering list. 


Tax exempt income andestablished 
safety are among the qualities that 
recommend municipal bonds to 
the conservative investor. In the 
past four decades state and muni- 
cipal bonds totaling over 5.6 
billion dollars were underwritten 





ONDS exclusively 
—an established policy 


| Providing investment capital for worthy borrowers 
—industry, utilities, railroads, states, municipalities 
has been the business of this firm for a half cen- 
tury. And during this period Halsey, Stuart & Co. 
Inc. has adhered to a firm policy of underwriting 
and distributing to investors bonds, notes, deben- 
tures, and equipment trust certificates exclustwely. 

@ As a specialist in debt obligations, Halsey, 

Stuart makes available a diversity of bonds in both 
large and small amounts for investors of all types— 
bank, corporate, institutional, individual and pen- 
sion fund. Send without obligation for our latest 


MUNICIPALS IN VOLUME 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK 5 
AND OTHER PRINCIPAL CITIES 
























by Halsey, Stuart alone, or by 
underwriting groups headed by 
this firm singly or jointly with 
others. These bonds represented 
more than 2200 separate issues 
and originated in every state of 
the Union. 





two-thirds of the G. I. loan applications. 
Thus it is his guess that the future will 
bring a flood of applications attempting ‘o 
prove actual need, and that the VA will 
liberalize its restrictions so that a 25-year 
term will be generally accepted. 

5. What is the likely effect of the new 
FHA and VA regulations on secondary 
markets, particularly as to premium on 
FHA’s and VA 501’s? 

Agreeing that money is likely to he 
plentiful and new financing opportunities 
relatively scarce, all the survey participants 
look for higher premiums on marketable 
mortgages. 

Mr. Volckhausen reports it is commonly 
predicted that FHA’s will command still 
larger premiums, with savings banks, 
insurance companies, pension funds, etc., 
stepping up their buying. Also he says 
that the new restrictions immeasurably 
strengthen the probability that 501 loans 
will bring premiums, especially after the 
middle of next year. Mr. Ray adds that 
the present trend will surely stimulate the 
sale of mortgages now held in the FNMA 
portfolio, which still contains a large supply 
of 501’s selling at 100%. 

“‘However,” says Mr. Jones, “‘we must 
be mindful of the fact that new loans of the 
same type made under the new regulations 
will be sounder loans, both as to equity and 
repayment, and thus will be even more 
attractive than those made on the old 
basis.” 

6. Do you anticipate any increased pres- 
sure on interest rates for conventional loans? 

As construction is curtailed and invest- 
ment funds accumulate, Mr. Jones admits 
that it is quite possible there will be active 
bidding of one lender against another for 
such loans and that this ultimately will have 
an effect on the interest rate. However, he 
does not look for this to develop for some 
time to come. Mr. Volckhausen believes 
the chances are good that there will be some 
reduction in rates as the mortgage supply 
diminishes. On the contrary, Mr. Ray feels 
that the interest rate on conventional loans 
is now down to the point where it is not 
likely to be lowered even with a lower vol- 
ume of mortgages obtainable under the 
regulations. Mr. McGill also does not 
think the pressure will be strong enough 
to lower conventional loan rates generally. 
However, he points out that these rates are 
also influenced by competition with the 
bond market. ‘Should the interest rate on 
the general run of Triple A bonds drop,” 
he adds, “the interest rate on mortgages 
would follow within three to six months.” 

7. Will the new regulations have the effect 
of strengthening existing loans? 

The answer to this appears to be “‘yes.” 
As Mr. Cadwallader, Jr., sees it, the 
properties involved will be more readily 
salable and more liquid investments since 
new homes at the same prices will not be 
available on as favorable terms. There will 
be less refinancing of these loans in the 
event of property sales. Mr. McGill re- 
ports that “‘we can sense at this time a 
trend toward more prompt payment of the 
monthly installments, and it is our guess 
that existing portfolios will be in excellent 
shape.” 

8. Is one effect likely to be intensive cam- 
paigns to line up business through real 
estate brokers, 
brokers likely to be increased? 


The lenders agree that this is a strong |) 
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There is goodwill in the hearts of men at Christmas. There’s a warm welcome for 
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the neighbor—a deep desire for friendship between nations—a determination to 
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agers frightening thunderheads. Angry voices thunder without reason—and threats, like 
vol- 
the lightning, break and crash over the people’s heads. »« Yet the eternal stars are 
not ie ; 

ough there —stars of Hope, of Faith, of Love—now dimmed or hidden by the clouds — 
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s are now breaking through with a clarity and brilliance and strength that will not be 
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te on - denied. »« May these stars be seen and followed by the wise men of all nations. 
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a May they light the path to peace. That is the Christmas prayer of the people. 
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VA Current Yields 


from 4% to over 6% ‘i 
FRANCIS I. DUPONT & Co, - 
Members . 

New York Stock Exchange " 

One Wall Street, NewYork 5,N.Y. ° 


24 Offices from Coast to Coast . 





possibility. Says Mr. McGill: “It is un- 
fortunate that whenever investors beat 
the bushes for increased volume of mort- 
gage loans, commissions to builders and real 
estate brokers are likely to be increased at 
the expense of the investor and the legiti- 
mate mortgage banker.’”’ Adds Mr. Ray: 
“We have had this experience in the past 
and it has not had a salutary effect, nor has 
it increased the total volume of business. 
I don’t believe the loaning institutions will 
again follow this practice, but rather will 
fight for their share of the obtainable busi- 
ness by rendering maximum service.” 

9.. On balance do you believe that the 
stricter regulations will have a salutary effect 
in wringing some of the inflationary water 
out of the housing market? 

This question also evoked a generally 
affirmative response, with reservations. 

Mr. McGill questions whether Regula- 
tion X will lower the prices on existing real 
estate or new construction. “It is our 
guess that new construction will be reduced 
but prices will remain high,” he asserts. 

“The program of easy credit caused such 
a demand for housing that it necessarily 
caused a violent inflation in the price of 
houses,” Mr. Jones adds. “This was 
accentuated by the activities of many 
lenders who created such loans with little 
or no thought of their soundness, and only 
to sell the loans immediately to ‘Fanny 
May’ or any other buyer. The long-term 
effect on housing and the economy was dis- 
regarded for the temporary profit in the 
fees charged for processing the loans.” 

10. Jn summary, what adjustments are 
being planned or considered by your institu- 
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tion in view of the changed mortgage lending 
“rules?” 

The most startling shift in plans is re- 
ported by Mr. McGill. While saying that 
it is too early to outline just what his in- 
surance firm will do in 1951, he states: 
“So far, we are tending toward a conven- 
tional lending program equal to double the 


combined total of FHA and VA loans. | 
Heretofore, our conventional loans have | 


been less than 20 per cent of the total.” 
“We are keeping a very careful eye on 
the volume of new mortgage applications 
being received,” says Mr. Ray, “and as 
any decrease in the volume of mortgage 
business shows its head we will have to 
meet it with an even more aggressive policy 
of advertising, solicitation and service.”’ 
Probably typifying the commercial bank 
position is the comment from Mr. Jones 
that there will be little change in his 
institution’s lending practice as it has 
always followed a conservative policy in 
granting mortgage loans. “Regulation X 
will have no effect on us whatsoever,”’ he 
asserts, ‘“‘as the conventional loans which 
we have made have been on a much firmer 
basis than the new regulation requires. 
The FHA requirements for increased down 
payments will affect some loans we might 
have made in this field. We have been 
consistently requiring reasonable equities 
on G. IJ. loans, and therefore there will be 
little change in our loans of this type.” 


o Sd 2 


“Free Enterprise’ Plan of 
Small Business Financing 


While the Korean crisis has tended to 
submerge an earlier wide interest in plans 
for meeting the financing needs of small 
business, from a long-range standpoint the 
problem is still with us and is as deep- 
seated as ever. 

Recognizing this, Walter R. Bimson, 
president of the Valley National Bank of 
Phoenix, Arizona, has come up with a new 
proposal designed to meet bank objections 
to provisions of the Small Business Act of 
1950 introduced earlier this year in Con- 
gress. 

One section of this bill would provide 
for the establishment of a business loan 
insurance plan, patterned after the FHA 
Title I loan prin- 
ciple. The objec- 
tive would be to 
encourage banks 
to make term 
loans to worthy 
small businesses. 
As a means of 
providing equity 
capital, another 
section would au- 
thorize the estab- 
lishment of one or 
more national in- 
vestment com- 
panies under the 
guidance of the 
Federal Reserve Board; the Reserve Banks 
would supply the initial funds although 
commercial banks and other investors 
would be permitted and encouraged to buy 
stock in these companies. 

Banks opposed. 














W. R. BIMSON 


Burroughs Clearing House 


“Unfortunately, these | 
two ideas embodied in the Small Business i 
Loan Act of 1950 have aroused considera- 
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ble opposition, not so much because of the 
basic unsoundness of the proposals as be- 
cause they involve dependence upon 
government for their inauguration,” Mr. 
Bimson asserts. ‘Bankers, insurance men 
and other businessmen do not want more 
government encroachment in the lending 
field. I sympathize fully with this point 
of view.” 

However, Mr. Bimson does not believe 
that the proposals should be brushed off 
without a counter program. He advocates 
that commercial bankers, insurance men 
and investment bankers through their 
national organizations establish a joint 
commission to study ways of meeting the 
problem without the aid of government 
capital or guarantees. 

Suggests private capital. It is Mr. 
Bimson’s opinion that an insured loan plan 
and equity capital plan similar to those em- 
bodied in the Small Business Act could be 
implemented by the banks and insurance 
companies through their own funds. He 
explains: “The initial investment would 
require, perhaps, $10 million for the small 
loan plan and $50 million for the equity 
capital company. This amount of money 
contributed jointly by banks and insurance 
companies would not be an unattainable 
sum. Laws permitting banks and insur- 
ance companies to invest a small propor- 
tion of their funds in such an enterprise 
could be obtained, I am sure. Many men 
in Congress would welcome this solution 
to the problem. 

“Such a plan,’”’ Mr. Bimson adds, “‘would 
effectively block further encroachment of 
government in the lending field; would in- 
dicate to the four million small businesses 
of the country that we, who are trustees of 
their savings, are concerned about their 
welfare; and would give another indication 
that free enterprise without the aid of 
government has the courage and initiative 
to work out a new formula to meet an 
important national problem.” 

More details available. Mr. Bimson’s 
interesting thoughts on the subject were 
more fully outlined in a recent talk at the 
American Life Convention in Chicago. 
G. E. Arnold, publicity director for the 
Valley National Bank, reports that copies 
of the full text of his speech are available 
upon request. 

+ + + 


Midwest Exchange Grows 


The Midwest Stock Exchange, a con- 
solidation of the exchanges of Chicago, St. 
Louis, Cleveland, and Minneapolis-Saint 
Paul, is just completing a very satisfac- 
tory first-year record. Its business has 
been growing more rapidly percentagewise, 
both in share trading volume and dollar 
volume, than that of any other exchange in 
America. 

Midwest’s gain, in the first eight months 
of this year, for example, in share trading 
volume was 167 per cent; in dollar volume 
175 per cent. Comparable gains by the 
New York Stock Exchange were 109 per 
cent in share volume and 135 per cent in 
dollar volume. 

Ts make the comparison with 1949, 
the -ombined totals of the four exchanges 
mersed into the Midwest Exchange were 
usec 

Here’s another comparison slant. The 
Cinc:nnati Stock Exchange, which almost 
joine | the merger a year ago, announced 
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STRAIGHT AS THE CROW FLIES 
to TULELAKE or CALEXICO* 


Through its California-wide service (yours through 
one account in Los Angeles or San Francisco) Bank of 
America gives you direct routing to cities and towns 
throughout the state. This personalized service pre- 
serves the “human touch” in your correspondent 
relationships as well as providing speed and effi- 
ciency in the handling of California transactions. 


*The Northernmost and Southernmost California communities 
served by Bank of America branches. Over 300 other California 


communities have one or more Bank of America branches. 


Bank of America 


NATIONAL Z2RYSTAS2 ASSOCIATION 





Bank of America Travelers Cheques 
are known the world over. 


Sell them to your customers. 





























that, during the first 10 months of this 
year, the total number of shares traded on 
its floor represented a gain of 75 per cent 
over the same period in 1949. The New 
York Stock Exchange 10-month compari- 
son showed a 104 per cent gain. Midwest 
was ahead of either with a 170 per cent 
improvement in total shares traded. 

Many new issues. Since Midwest’s 
start on December 1, 1949, 47 new issues 
have been listed for trading. The Exchange 
started with 340 listings so.the 47 additions 
swell the total to 387. 

In addition, about 70 “unlisted” stocks 
are actively traded on the Exchange. To 
obtain the privilege of trading in these 
stocks, the Exchange must apply to the 
Securities Exchange Commission and sup- 
ply extensive data, so this step is not taken 
unless the stock in question shows promise 
of considerable activity. 

Sizable additions. The largest corpo- 
ration, from the asset standpoint, repre- 
sented in the 47 new listings is the Atchison, 
Topeka and Santa Fe with a total valu- 
ation of almost $1,300,000,000. Runner 
up among the “blue chip’’ corporation new 
listings is Shell Oil with assets of $643,595,- 
000. Other newcomers having more than 
$100,000,000 in assets include Consumers 
Power Company, Public Service Company 
of Indiana, Nash-Kelvinator, Kansas City 
Power and Light Company, General Mills, 
Oklahoma Gas & Electric Company, 
Koppers Company and Budd Company. 

While James E. Day, president of the 
Exchange, is gratified with the first year’s 
record, he is continuing his campaign to 
get new listings of the stock of substantial 


corporations with interests in the Middle 
West. The momentum generated by Mid- 
west in its first year is expected to facilitate 
continued rapid advancement during 1951. 
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To the Point 


Much of the advertising copy in behalf 
of the American economic system tends to 
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Whatever safety we possess, today, 
is in the production capacity to 
arm 20 million fighti 
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be wordy, lyrical, up in the stratosphere, 

In contrast, a newspaper ad in behalf of 
business enterprise, prepared by The 
Huntington National Bank of Columbus 
(Ohio), is short, pithy, and to the point. 

It is keyed to the present, in pointing 
out that our safety today lies in the pro- 
ductive ¢apacity to arm our fighting men. 
Unlike government, this productive ma- 
chine does not spend taxes, it pays them; 
it does not consume wealth but creates it. 
It is not guaranteed security by anyone 
but is subject to open competition; as a 
result it is capable of outproducing the 
government-controlled or subsidized indus- 
try of other nations. 

“If you are an American you have a 
mighty big stake in America enterprise,” 
the bank asserts. It lists some of our major 
corporations and advises that we give 
thanks that they and 240,800 other indus- 
trial organizations are in America. 
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Banker Hails Closing 
of Dollar Gap 


An optimistic appraisal of current foreign 
trade trends and the future outlook has 
been made by Nicholas J. Murphy, well- 
known vice-president in the foreign depart- 
ment of The Chase National Bank, New 
York City. 

The familiar post-war problem of “‘clos- 
ing the dollar gap” is in a fair way of being 
solved, Mr. Murphy points out, as a result 
of (1) improved economic conditions in 
Europe, and (2) the Korean War. In fact, 























P. O. Box 3214 


The group of buses illustrated above were recently fabricated for the Montclair Trust Company, Montclair, New Jersey 


Each day more and more banks are enjoying the advantages 
of the Stokes Aluminum Teller’s Buses, Aluminum Coin Trays 
and Storage Lockers. 


THE STOKES SYSTEM 
Manufactured by 


QUALITY PRODUCTS COMPANY, INC. 


CHARLOTTE 3, N. C. 
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ere. — dollar imports by the United States in 

f of August broke all records and exceeded our 

The § exports for the first time since June, 1937. INSURANCE-IN-ACTION 
Noteworthy reversal. Even before the 


2 Korean outbreak, the annual dollar gap 
Ng § had been reduced to an annual rate of less 

















rO- F than $2 billion, with other nations being 
en. fF able to expand their exports and curtail 
ma- | jmports from the dollar area. With the 
em; start of Korean 
Sit. hostilities, the de- 
one mand for commod- 
iS a ities, in addition 
the to our stockpiling 
dus- program, has had 
a tendency to raise 
ode prices and to in- 
Be, crease the demand 
ajor for imported goods 
give in this country. 
dus- The current situ- e e 
atin sa far ev | "The case of the outgoing income 
when total mer- ° 
i: + sae chendine aeaeies (Based on Hartford Claim #40B80516) 
from the United : . 
States reached a peak of $14,430,000,000 We are in the wholesale — Ls To enable our 
. while our general imports were only $5,756,- retailer customers to restoc ‘ their shelves for each day 7 
eign | 990,000, leaving an imbalance of trade of trade we make regular night deliveries. Collections 
has } gg 674,000,000. brought in by our drivers after office hours are slipped 
= “The reversal of United States trade through a wall slot into our night depository — a steel box 
New balance is as it should be because of our that is kept in a locked room. 
i position as creditor nation,” says Mr. One night someone broke into this room, forced open 
‘clos- | Murphy. va a id ee the box and stole over $4800 from it. Whether this was 
Dyeing ee ae Promo whe ais aur a ae an “inside job” or the work of an intruder could not be 
esult Marshall Plan _ determined. Under old style insurance policies that cir- 
is in f° ; : ; 
ie Export problems. Mr. Murphy believes cumstance might have caused us considerable trouble 
that United States exports will become and delay in collecting our loss. Fortunately we carry 
subject to more stringent restrictions to modern comprehensive Hartford protection and the 
—— | insure domestic availability of critical Hartford promptly paid us in full. 
-— materials, and the exporters may face some 
difficult problems. e * - @ 
Fie sine Rr sg Rage al Here is an excellent example of the greater protection given your 
trade, Mr. Murphy believes that the out- clients’ businesses (and your loans) by the modern Hartford “3D 
look is much improved over that of a few Policy.” In a single contract, free from technicalities, this insurance 
years ago. He asserts: “‘With foreign cur- covers businessmen against losses of money and securities by dis- 
rencies stronger, with greater gold and honesty, disappearance or destruction, and loss of other property by 


dollar reserves in foreign countries, with a 
good demand for our goods, with a good 
demand on our part for goods available in 


burglary, robbery or dishonesty. Without costing more it eliminates loop- 
holes that can exist in less comprehensive combinations of protection. 


other parts of the world, and with an easing Safeguard your loans by advising your clients about this broader pro- 
of the exchange restrictions and import tection! Return coupon below for full details, or see your local Hartford 
regulations in many countries, the outlook agent or your own insurance broker. In over 5,000 communities you 


for increased activity in our foreign trade 
appears very encouraging.” 
Authoritative opinion. Such comments 


can secure the name of the nearest Hartford agent quickly by calling 
Western Union by number and asking for “Operator 25.” 





are all the more heartening because of the HARTFORD ACCIDENT AND INDEMNITY COMPANY 
fact that Mr. Murphy has been an observer HARTFORD FIRE INSURANCE COMPANY 

of world trade trends ever since 1919 when 

he joined the foreign department of the HARTFORD LIVE STOCK INSURANCE COMPANY 


Mechanics & Metals Bank, which later |  --------------ee-eeenn nnn nen wenn nen n nnn nnren anes een ens oneness cnnn 
merged with The Chase. He has been 


active in various foreign banking and trade 
councils for the past 20 years. In May, 
1948, he was elected a director of the | ! 





Bankers Association for Foreign Trade and 
he is at present a director of the National ACCIDENT aw INDEMNITY COMPANY 
Council of American Importers. He has Hartford 15, Connecticut 


been chairman of the Committee on For- 























tign Banking, has served on several com- | Please send details of the Hartford ““3D Policy” 
mittees of the National Foreign Trade ‘ 

Council, and is active on the Foreign Trade ‘ Nam 

Committee of the New York Credit Men’s | } 

Association. Recently he was made chair- ‘ Firm Name 

man of the Foreign Credit Interchange : tiie 

Bureau, succeeding Wilbert Ward, vice- H 

President, National City Bank of New i City State 
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WIFT handling of items is a tra- 
dition at the Continental Illinois 
Bank. For more than fifty years 
banks and corporations have been 
sending their checks for collection 
to LOCK BOX H, CHICAGO. 

To our customers—to the Post 
Office—and to us, this symbol has 
always meant hurry these checks on 
their way. 

Mail in LOCK BOX H is picked 
up by our messengers at frequent 
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A symbol of SPEED for more than fifty years 


intervals, night and day, seven days 
a week. Our prompt processing of 
the items is carefully geared to: 


@ mail arrival times 


@ check clearing hours in Chicago 
and other cities 


@ outbound train and plane schedules 
For all your sendings—use LOCK 


BOX H envelopes. A free supply— 
regular or air mail—on request. 


Continental Illinois National Bank 


and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 








timel 
day. 

Ha 
exhik 
Bank 
a sce 
neigh 
to cI 
bank 


Flus 





House 








BANKING NEWS 








Christmas is Coming! 


Loud and long is the annual plaint that 
Christmas has become synonymous with 
crass commercialism. The grumblers as- 
sert that the true spirit of Christmas is 
sadly lacking in our homes and places of 
business . . . that the reluctant consumer 
is coerced to the tune of several billion 
dollars annually into the dubious role of 





COVER PICTURE 


Christmas caroling in the lobby of 
the Baltimore National Bank, of 
Baltimore, Maryland 





Santa Claus ... that the Christmas theme 
is overshadowed by the dollar sign. How- 
ever, at least insofar as financial institu- 
tions are concerned, the facts do not agree. 

The banks of America, perhaps more 
than any other type of business institution, 
have worked, year after year, to promote 
the true Christmas message within their 
particular communities. The character of 
this work is in keeping with the public- 
service nature of banking, and the pro- 
grams adopted by individual banks have 
been both varied and praiseworthy. 

The following examples illustrate a few 
of the activities of banks during the 1949 
Christmas season, and may serve to provide 
timely ideas for the current Yuletide holi- 
day. 

Harkening back. The unique window 
exhibit prepared by The Brevoort Savings 
Bank of Brooklyn, New York, recaptured 
a scene from a home in the Bay Ridge 
neighborhood in the year 1920. Designed 
to create a better understanding of the 
bank’s relationship to the community, the 


A negotiable instrument 


Flushing National Bank, Flushing, New York 
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First Trust & Deposit Company of Syracuse, New York 


Santa is sovereign at bank’s Christmas party 


dioramic-type display was constructed 
with minute attention to details of local 
color. Attempting to recreate the spirit 
prevailing at the time of the community’s 
first “growing pains,” the exhibit was 
executed with the research assistance of 
the Brooklyn Museum and the Brooklyn 
and New York Public Libraries. 

Old time residents of the community 
were consulted about the customs of 1920, 


and every effort was made to insure the 
authenticity of clothing and furnishings. 
Most of the figures were animated. 

The exhibit proved tremendously popu- 
lar with the people of the neighborhood. 
According to Richard A. Brennan, presi- 
dent of The Brevoort Savings Bank, many 
persons took the time to step inside the 
bank and express their appreciation for the 
bank’s interest in the community in creat- 


Turning back the clock, Christmas 1920 


The Brevoort Savings Bank, Brooklyn, New York 
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Guaranty Trust Company, New York City 


2,500 toys for underprivileged children 


ing the historical display. 

Flag display. Early in December, last 
year, the Fidelity-Philadelphia Trust Com- 
pany, Philadelphia, Pennsylvania, set up 
an array of 175 flags in their main lobby. 
Designed to express the Christmas theme 
of “peace on earth,” the display was for- 
mally opened by the presentation of the 
flag of the United Nations. Flags of the 
participating members of the United Na- 
tions were hung in balcony bays overlook- 
ing the main floor of the bank. Against the 
east wall of the lobby, 76 American flags 
were massed. One section of the display 
depicted the evolution of the American 
flag, while another section was made up of 
the colors and standards of 15 local Na- 
tional Guard units. 

A life-size historical tableau pictured the 
sewing of the original Stars and Stripes, 
with figures of Betsy Ross, Generals Wash- 
ington and Ross, and Robert Morris. 
Wreaths and other traditional Christmas 
decorations were added to the display 
shortly before the holiday. 

Howard C. Petersen, recently elected 
president of Fidelity-Philadelphia, said 
that the display was intended to give 
‘*modern emphasis” to the theme of peace 
and good will, today represented by the 
United Nations. 

International understanding. Colonial 
Trust Company, New York, likewise chose 
toéxpand and develop the peace-and-good- 
will theme in its Christmas promotion. 
Miniature world atlases, symbols of inter- 
national understanding, were mailed to its 
correspondents in 36 countries. 

The thought behind the gift was ex- 
plained in a letter, signed by Arthur S. 


Kleeman, president, and Mario Diez, vice-: 


president in charge of the International 
Division, a copy of which was bound into 


, each atlas. 


The letter stated that the personnel of 
the Colonial Trust Company were con- 
vinced that friendly commerce among 
nations “is a vast and positive force for 
international understanding, and that such 
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understanding among nations is the only 
certain basis for enduring peace.” The 
atlas shows all of the countries which, the 
letter continues, ‘““‘we hope and pray may 
remain one world in peace and under- 
standing.” 

Other displays. The news went out for 
miles around, the day the Flushing Na- 
tional Bank of Flushing, New York, cashed 
a check for “One Lollypop.” A _ large 
barrel filled with candy suckers was placed 
in the lobby of the bank for the conven- 
ience of youthful visitors during the holiday 
season. A king-size check, fastened to the 
front of the barrel, was made out to “All 
our little Friends,’ in the amount of 
“One Lollypop,” and signed by Flushing 
National. A large Santa Claus figure 
beamed from behind the barrel. 

This display proved to be popular with 
the adults as well as the children. It was 
necessary to refill the barrel several times. 
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A great deal of unexpected controversy 
arose out of the Christmas display set up 
by the Farmer’s Bank of Dover, Delaware, 
last year. The outdoor tableau pictured 
Santa Claus, whip in hand, driving his 
reindeer up and over the side of the bank 
building. 

Shortly after the display was unveiled, 
William K. Paton, president of the Farm- 
er’s Bank, received a letter requesting that 
the whip be removed from the hand of 
St. Nick. The letter asked, “Isn’t there 
enough hardship and unhappiness in this 
world without putting this symbol of 
cruelty in the hand of a man whose very 
name symbolizes kindness and generosity?” 

His curiosity aroused, Mr. Paton ques- 
tioned friends, employees and townspeople 
and discovered a strange division of opin- 
ion on the subject of Santa’s whip. The 
men said, ““Yes, by all means, Santa must 
have a whip,” while the women said, “‘No, 
definitely not.” 

The whip was removed. 





Bank of the Manhattan Company, New York 


Prize-winning dolls 


Christmas Caroling. The practice of 
installing choirs, choruses and caroling 
groups in the public lobbies of banks 
during the Christmas holidays has become 
so widespread that it is almost a hallmark 
of the banking institution. The large, 
vaulted interiors of many banks are par- 
ticularly well suited to this form of holiday 
pageantry. 

An excellent example is the traditional 
Christmas music program given by the 
Baltimore National Bank, Baltimore, 
Maryland. Last year’s crowd-attracting 
concert was sung by the Baltimore and 
Ohio Women’s Music Club. Wearing red 
and white cassocks, the carolers made a 
striking picture, singing from the wide 
marble stairway of the bank. 

Baltimore National’s display of flags of 
the States added to the color of the scene. 
Staff members, wearing holiday corsages, 
distributed booklets of carols, and the 
audience was invited to join in the singing. 
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An outstanding choral group of Chicago 
is composed entirely of employees of the 
Continental Illinois National Bank and 
Trust Company. Consisting of over 100 
men and women, this chorus, which is a 
volunteer organization, has given concerts 
in the Civic Opera House and in Orchestra 
Hall. The group is in demand to sing at 
civic gatherings and in Chicago churches. 

The annual concert of Christmas cho- 
rals, held on the main floor of the Conti- 
nental Illinois Bank, never fails to draw 
capacity crowds. 

Charitable works. Banks and banking 
people always have led the way at Christ- 
mastime in acts of generosity toward the 
underprivileged and the _ incapacitated. 
Throughout the country, this year as in the 
past, bank drives are under way to assure 
a bit of Christmas joy for the needy. 
Although unemployment and deprivation 
in the United States are at an all-time low, 
there is much that remains to be done. 

“Everybody’s Birthday Party” was the 
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Savings Bank Women of New York City area give party 


theme of the entertainment provided by 
the Talent Committee of the Savings Bank 
Women of the Metropolitan Area, New 
York, for the aged and incurable in the 
wards of the Goldwater Memorial Hospi- 
tal at Welfare Island. Collection of gifts 
for the needy is an annual custom with the 
Savings Bank Women, but last year was 
the first time that entertainment by the 
members had been arranged. 

Skits portraying each month of the year 
were given, and after each skit the patients 
born in that particular month received a 
selection of gifts. 

Following the entertainment and the 
distribution of gifts, the patients were 
served ice cream and cake. 


e 


Hospitalized veterans and underprivi- 
leged children last year received hundreds 
of gifts from the employees of the Bankers 
Trust Company, New York City. The 
children’s gifts consisted in the main of 
wooden toys, made by a committee of 
employees, and assembled and painted by 
male members of the bank staff. Dolls 
were dressed in tailor-made clothing by the 
women employees. 

Following the presentation of the gifts 
to representatives of hospitals and charita- 
ble agencies, the main banking floor of the 
Bankers Trust Company was converted 
into an auditorium, and friends and fami- 
lies of the employees gathered to hear a 
Christmas glee club concert and join in the 
singing of Christmas carols. 
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Twenty-five New York hospitals co- 
operated with the staff members of the 
Guaranty Trust Company of New York 
in distributing more than 2,500 dolls, 
games and playthings to the city’s ill and 
underprivileged children. Last year marked 
the fourteenth annual toy drive among the 
bank’s employees. 

+ 


Employees of the Bank of the Manhat- 
tan Company, New York City, competed 
for prizes and dressed over 400 dolls for 
charity. The dolls were judged by the 
bank’s president, Lawrence C. Marshall, 


and Miss Jinx Falkenburg, of the stage and 
screen, 


December, 1950 


Parties. For its annual Children’s 
Christmas Party, the First Trust & Deposit 
Company of Syracuse, New York, converts 
its banking quarters into a festive land of 
juvenile pleasure. At last year’s party, 259 
children assembled to interview Santa 
Claus, ride an electric merry-go-round, see 
a selection of cartoon movies, and spoon up 
great helpings of ice cream and cake. Under 
a towering Christmas tree, gifts selected 
according to age, sex and family back- 
ground, for every child present, were piled 
up for distribution by Santa Claus. 


Over 580 persons turned out for the 
annual adult’s Christmas party which was 
given by First Trust in the ballroom of a 
local hotel. Entertainment and dancing 
followed an excellent steak dinner. 
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The eleventh consecutive musical Christ- 
mas Party was given last year by the 
Peoples National Bank of Lynbrook, New 
York. The bank was completely trans- 
formed on the night of the party. All 
furniture was removed from the lobby and 
the officer’s platform, and a stage was set 
up in front of the vault. 

The musical program, which was broad- 
cast over a local radio station, featured 
outstanding performers of stage and radio. 

According to William <A. Kielmann, 
president of the bank and a past president 
of the New York State Bankers Association, 
this annual event never fails to attract 
capacity crowds and is a source of good will 
between the townspeople and the bank 
throughout the year. 

And many others. The foregoing ex- 
amples represent only a small sampling of 
bank activities during the Christmas sea- 
son. Each year sees many new and differ- 
ent types of programs designed to perpetu- 
ate the full significance of the holiday. 


S o o 


Periodic Portrayal of 
Dealer Rediscounts 


Throughout the past few years, the in- 
creased volume of dealer rediscounts with 
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December is the month when we 
try to look both ways at the same 
time. As we pause to appraise 
events of the year drawing to a 
close, we are impatient to get a 
peek at the final figures and prepare 
plans for the year ahead. 


During this past year we have 
made considerable technological 
progress. New mechanical devices 
have been installed in our plants 
which, in the aggregate, promise 
to save us a hundred thousand 
man-hours per year. This saving 
will not result in lower prices to 
our customers but will minimize 
price advances which, as this is 
written, appear to be getting out 
of control again. 


The quality of our workmanship 
was improved in some consider- 
able measure which is gratifying 
because, in the race to see who 


















can keep ahead of who, it requires 
some forced self-examination to 
pull our minds away from speed 
long enough to look at quality. 
Our service was maintained despite 
a substantial increase in business. 
We went off the deep end in the 
building and purchase of equip- 
ment, but pretty nearly everything 
we bought was of a character that 
“we couldn’t afford not to buy” 
so we are all set for 1951. 


It seems to us, as we contemplate 
the difficulties likely to be encoun- 
tered during this year coming up, 
that buyers of bank checks should 
look for one thing from their 
sources of supply — dependability. 
To get what you want when you 
want it will in itself be sufficient 
justification for patronizing the 
supplier who can deliver the 
goods. That we can do. 
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CHECK PRINTERS 





Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 
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THE COMMERCIAL NATIONAL BANK 
Anywhere, U.S.A. 
Copy to Deeler 
Exec. Vice Pres. 
REDISCOUNTS OP: Good Used Cer Company Instellment Loan Officer 
* File 
27 e § where . S. A. 
es of August 1, 1950 
Name Originel Date Original Present No. of Remarks 
Date Due Amount Belance Renewals 
A.B. Aeron 1/15/49 8/15/50 2000.00 1000.00 
B.C. Brown 6/25/60 8/25/50 850.00 775.00 
C.D. Carr 4/15/50 8/15/50 729.50 675.50 2 Retiring debt es required 
D.E. Downs 1/20/50 6/20/50 1800.00 1750.90 4 Suggest repossession 
B.F. Pulton 2/ 6/50 8/ 5/50 750.00 675.00 3 Furloughed - one month 
G.H. Gordon 1/ 4/50 6/ 4/50 1025.00 950.00 2 Will make three pymts. 8/15/50 
5 





Report of dealer rediscounts replaces individual notifications 


banks has brought handling and corre- 
spondence problems to both the dealer and 
the financial institutions. When a_ bor- 
rower account is noted to be overdue, a 
great many banks forward some type of 
small, easily-misplaced ticket or form to 
the dealer who has endorsed with recourse. 

J. H. Mosner, Jr., assistant national bank 
examiner, Fifth Federal Reserve District, 
calls attention to an improved system 
which he noted upon participation in the 
examination of a bank on the Eastern sea- 
board. Through the use of a form similar 
to the one illustrated above, this bank is 
able to present the dealer with a single, 
concise portrayal of his rediscount line 


with the bank. 

Presented to the dealer at set periods, 
this chart eliminates a large part of the 
labor and postage required under a system 
of individual notification. The dealer may 
note at a glance any bad or contingently 
poor paper. 

Quadruplicate preparation. As the il- 
lustration shows, Columns 1 through 5 of 
the form indicate the pertinent details of 
the original contract. Column 6, although 
optional in use, shows renewals of contract, 
thus enabling the dealer to form an opinion 
as to granting further credit to extended or 
“draggy’ accounts. Banker’s comments 
on any particular account may be noted in 








CANADA 


—with emphasis on Oil 


The Canadian Bank of Commerce, through 
nearly 600 branches, serves all Canada. 


With almost 100 of these branches in the oil fields 
of Western Canada, we take a special interest in oil— 
an interest kept right up to date for the benefit of all who 


have business in this area. 


Our services have proved their value to many 
U.S. oil men now in the field. They will prove 
equally useful to those extending their operations 


to Canada. 


These facilities are at the disposal 
of American banks in behalf of 


their customers. 


The Canadian Bank 
Commerce 


of 


Head Office—Toronto 


New York e San Francisco « Los Angeles 


Seattle « Portland, Ore. 


and nearly 600 Canadian Branches 


(The Bank does 
not advise on 
the merits of 
oil securities) 
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Column 7. 
dealer’s copy, the past due accounts be 
typed in red or flagged with some special 
symbol. 

The form is typed in quadruplicate and 


It is suggested that on the 


distributed as follows: original, to the 
dealer; first copy, to an executive officer of 
the bank; second copy, to an installment 
loan officer; third copy, for the file. This 
distribution brings any stagnant or slug- 
gish paper into three possible focal points 
for collection or liquidation, while the file 
copy serves as an aid in compiling reports 
for succeeding periods. 
° . . 


Financing Livestock in 
the South 


Recognizing that there are, in the State 
of North Carolina, tremendous quantities 
of unused and underused land and labor 
resources which can only be utilized by the 
addition of livestock enterprises, the North 
Carolina Bankers Association recently set 
up a committee to investigate the livestock 
financing potential of the state. | 

In a report prepared under the direction 
of James Bishop, Jr., chairman of the Live- 
stock Financing Committee and assistant 
cashier and manager, Farm Service Dept., 
Bank of Greensboro, Greensboro, N. C., it 
was asserted that on many farms through- 
out the state an efficient livestock enter- 
prise could be added profitably to the cash 
crops. Much of the land of the state, while 
unsuitable for crop farming, can be turned, 
with the aid of recent technological develop- 
ments, into excellent pasturage. In addi- 
tion, livestock represents a more stable 
income source than cash crops. 

Considerations. The report maintains 
that it is the opportunity and the responsi- 
bility of the state’s banks, rather than any 
other lending organization, to finance the 
livestock business in North Carolina on a 
sound basis. The banker, contemplating 
the financing of livestock enterprises, must 
consider many points that would not ordi- 
narily enter into crop financing. Size of 
operation is more important on livestock 
than on many crop enterprises. A well- 
planned feed program must accompany the 
addition of livestock. The production of 
livestock must be recognized as a long- 
range, rather than an annual, proposition. 
And, since a greater degree of managerial 
ability is needed for livestock than for crop 
production, the banker must determine 
whether the farmer has the ability ani 
knowledge necessary for a successful live- 
stock operation. 

Future program. The Livestock Financ- 
ing Committee concludes that an active 
program must be carried out to assist and 
encourage banks in providing the credil 
needed for building a livestock industry in 
North Carolina. It is proposed that: 
(1) group meetings of bankers be held 
throughout the state to discuss the banking 
opportunities in this type of agricultural 
credit; (2) an agricultural clinic, under the 
direction of the state agricultural college, 
be held in conjunction with each group 
meeting for the discussion of beef produc- 
tion, dairying, farm management, an 
banking problems in livestock production; 
(3) someone in the state association be 
designated to screen all publications of the 
state agricultural college, and obtain copies 
of pertinent publications for the bankers 
of the state. 
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The North Carolina Bankers Association 
feels that these initial steps, and others to 
follow, will prove of fundamental impor- 
tance in strengthening the vital agricultural 
segment of the state’s economy. 


Sf « Sf 


Magie of Thrift 


With over two billion dollars of the 
nation’s savings held by persons of school 
age, children are receiving more and more 
attention for the role they can play in the 
American institution of thrift. 

As part of its regular sustaining program, 
“Adventures in Freedom,” radio station 
Prairie Farmer—WLS of Chicago recently 
broadcast to its regular listening audience 
of 500,000 school children in Illinois, Wis- 
consin, Indiana and Iowa a program en- 
titled ‘Magic Coins.” 

With the encouragement of a friendly 
country banker, the youthful hero of this 











Students visit Illinois banker 


dramatic program learns the value of per- 
sonal thrift. The coins he deposits in his 
savings account multiply “as if by magic.” 

At the conclusion of the program, a short 
transcribed address by James E. Shelton, 
president of the American Bankers Associ- 
ation, was slanted directly to the listening 
audience of children, encouraging them to 
follow the example of the story’s hero and 
plant “magic coins” for the future. 

Well in advance of the actual broadcast 
date, the attention of bankers throughout 
the State of Illinois was called to the pro- 
gram with the suggestion that they feature 
itin their bank’s advertising a week prior 
lo the broadcast. 

The above view shows grade school 
students calling on Harold J. Bacon, execu- 
live vice-president, Home State Bank, 
Crystal Lake, Illinois, to get firsthand in- 
lormation on savings accounts after listen- 
ing to the program. Mr. Bacon presented 
each student with a dime saver that holds 
$9.00 and put a new dime in each saver. 

The Committee on Education and Pub- 
lic Relations of the Illinois Bankers 
Association co-operated with Josephine 
Wetzler, Director of Education of WLS, 
in the preparation of the script for the 
program. 

. . . 


Keeping Posted 


In the belief that bank customers are as 
interested in its progress as directors and 
stockholders, the Central Bank and Trust 
Company, Miami, Florida, carries two 
sets of figures in large block letters above 
the tellers’ windows over the banking floor. 

The sign shows total business transac- 
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Credit Insurance Completes Your 
Customers’ Programs of Protection 


HERE’s always danger of disaster 
T striking when it’s least expected. 
Strikes, material shortages, floods, 
Government controls and other unfore- 
seeable events can quickly put previously 
sound customers in a position where they 
cannot pay their obligations. 

Many banks today are urging their 
customers to guard against such dangers 
by protecting their Accounts Receivable 
with Credit Insurance. In fact, some 
banks insist on this protection before 
approving commercial loans. The bank 
can be included as a named assured without 
charge. 

Manufacturers and wholesalers in 
over 100 lines of business are taking 
advantage of American Credit Insurance 
. for American Credit pays them when 
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their customers can’t! A policy can be 
tailored to cover all, a selected group, 
or just one account. 


SEND FOR BOOK 


This book gives you valuable hints on 
helping your customers plan sound credit 
policy . . . plus additional facts about 
American Credit Insurance. For a copy, 
just phone our office in your 
city, or write AMERICAN 
Crepit INDEMNITY CoMPANY 
oF New York, Dept. 49, 
First National Bank Building, 
Baltimore 2, Marvland. 


PRESIDENT 









AMERICAN 
CREDIT INDEMNITY 


COMPANY 
mw. oF New York & 
KEsT. 1893) 





GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 











OFFICES IN PRINCIPAL CITIES OF 


THE UNITED STATES AND CANADA 





The First National Bank of McKeesport, Pennsylvania 


Third National Bank & Trust Company, Scranton, Pennsylvania 


Elaborate exhibits and capacity crowds mark Pennsylvania’s Bank Week 


tions for each day as compared to the same 
day for the previous year and total re- 
source figures for the corresponding days. 

“The figures serve to make the bank 
sort of a live thing instead of static,”’ said 
Leo Robinson, president. “The figures 
are changed daily, and have created favor- 
able comment among bank customers as 
well as in the city’s banking circles.” 


o + © 


Pennsylvania Week 


After enthusiastic public response last 
year to Pennsylvania’s Bank Week (Clear- 
ing House, July, 1949),.the Pennsylvania 
Banker’s Association decided that this 
form of public relations effort was worth 
repeating. The recent “Know Your Bank 
Better Week” was tied in with the annual 
State Celebration, in order to accomplish 
a dual promotional objective: to publicize 


the resources and business activities of the 
state, and to show the vital part played by 
local banks in the development of the 
community. 

Once again, public interest in the meth- 
ods, procedures, and policies of Pennsyl- 
vania’s banks far exceeded the expectations 
of bank officials. For example, during the 
Open House celebration of the Third Na- 
tional Bank & Trust Company of Scranton, 
over 5,000 interested citizens were con- 
ducted on tours of inspection through the 
bank’s four-story building. Although the 
crowds overflowed the Third National’s 
lobby and long lines formed around the 
block in which the bank is located, every 
department of the bank was fully manned 
during the Open House and business was 
carried on as usual. 

Advance promotion. The Third Na- 
tional of Scranton made every effort before- 
hand to assure the success of the Open 
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Member Federal Deposit Insurance Corporation 





19 of America’s 25 Largest 


Businesses are Shawmut Customers” 


40 WATER STREET, BOSTON 


Capital and Surplus $30,000,000 
* Based on Sales Reported by Moody's Manual, 


SESSSSSSSCSOSS SSSOOSESSGISGSs 








SSSCSSCSSSSCSSSSSOSSSSOSCSSSSSeses 


—_ 
i 


SSSSOCHS SSOSSIOS SHSSSSSSOSSESSSSSOSSSSSOSOS 


:o 





House. Formal invitation cards were 
printed and made available to every bank 
employee for distribution. | Newspaper 
advertisements and radio commercials 
invited the people of Scranton to visit the 
bank at their convenience, and to pick up 
an invitation card from any bank officer or 
employee. Local newspapers devoted con- § 
siderable editorial space to publicizing the fF 
event. 

As an added inducement for the bank § 
personnel, the officers of the Third National § 
devised a plan whereby any bank employee 
responsible for the attendance of ten or § 
more persons during the Open House re- ff 
ceived one extra day’s paid vacation as a ff 
reward. 

Lobby displays. The First National 
Bank of McKeesport, Pennsylvania, set up ff 
an interesting series of lobby displays for f 
the cembined Pennsylvania Week and 
Know Your Bank Better Week celebra- 
tions. To emphasize the slogan “It’s your } 
Pennsylvania—keep it growing,” one of 
McKeesport’s newest industries was in- 
vited to display its manufactured products. 
The banking theme was illustrated by a 
display contrasting the age of the bank with 
its modern services. An early 19th century 
spinning wheel plus a late 19th century 
Edison home phonograph proved to be real 
attention-getters. 


o 


Fourteen industrial customers of the 
Fidelity-Philadelphia Trust Company set 
up elaborate exhibits in the main lobby of 
the bank. A large replica of an investment 
office, prepared with the co-operation of 
the Investment Bankers of America, 
Eastern Pennsylvania Group, and equipped 
with a board listing the market status of 
the exhibitors and a trans-lux and ticker 
direct from the New York Stock Exchange, 
proved to be an especially popular display. 
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NABAC Convention, 1951 


The 1951 convention of the National 
Association of Bank Auditors and Comp- 
trollers will be held in New Orleans, 
Louisiana. An invitation to attend was 
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MORE Muaclu of Situ on THE FARM 


HELPS MAIN STREET, TOO 









To each of the thousands of small communities all over 
America, the modern farm is the country counterpart of the 
big city industrial plant. Production of food and fiber, too, 
requires modern production line equipment. 

Making it possible for Farmer Brown, “Incorporated”, to 
buy and use modern mechanized equipment helps him pro- 
duce more efficiently, at greater profit to himself and at lower 
cost to the consumer. And, too, he makes a significant con- 
tribution to a better, more abundant way of life. 

Thus, Farmer Brown brings to your “Main Street” the profits 
made from his business . . . swelling the volume of the mer- 
chants from whom he buys... yes, and doing a Jarger business 
with and for you! 

Harry Ferguson, Inc. is proud of the part it has played in 
this program. For more than ten years, now, modern Fergu- 


were son Farm Equipment has made a vital contribution to 
bank American agriculture. Today, the revolutionary Ferguson 
paper System is an integral part of the new Ferguson Tractor 
rcials and Ferguson System Implements. 
it the If you are interested in how the merchandising and 
ck up application of this equipmentaffects yoxr ‘Main Street’, 
cer or may we suggest you write Mr. Horace D’Angelo, 
1 con- Executive Vice-President, Harry Ferguson, Inc., 
ig the F 3641 E. Milwaukee Ave., Detroit 11, Michigan. 
) Se 
bank 
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— FERGUSON HIGH LIGHTS 
‘ with e Over a half million tractors incor- 
aden porating the Ferguson System sold 
ui since 1939. 
ntury e A broad line of over 60 quality en- 
ye real gineered implements for virtually 
; every farming need. 
e Ferguson Tractor now produced in 
““‘World’s Most Modern Tractor 
f the Plant” at 7 2-acre Ferguson Park, De- 
a troit, Michigan, and in Coventry, 
ry Reo England. 
»by 0 e Distribution in over 65 countries 
“sige throughout the world. Like to know more about the plans, philosophy 
nat e Rapidly pont a organiza- and products of Harry Ferguson, Inc.? Then ask 
lipped sail wail a" a ee to see our interesting story. 
tus of ' . 
ticker > ~*~. 
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Copyright 1950 by Harry Ferguson, Inc. { 2 oe ne La 
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ational 
Comp- 
rleans, FERGUSON TRACTOR and FERGUSON SYSTEM IMPLEMENTS 
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Guests inspect miniature oil rig 





Decorations represent western oil boom town 


First National Bank of Dallas celebrates 75th anniversary 


recently extended to all members of the 
NABAC by John C. Shea, a past president 
of the association and vice-president of 
the Whitney National Bank of New Or- 
leans. 


Annicersary Ideas 


Over 1,000 oil men, government digni- 
taries, and bankers met recently at a 
banquet celebrating the seventy-fifth anni- 
versary of the First National Bank of 


banquet was held was decorated to repre- 
sent a miniature western oil boom town. 
The scene was complete with a post office, 
bank, livery stable, saloon, etc. 

° 











_The NABAC previously convened in Dallas. Following a long and successful On the occasion of its centennial anni- 
New Orleans Sa November, EROS. o rhe history of relations with the oil industry of versary, the Marine Trust Company of 2 
dates of next ree Se which will be the Southwest, the First National chose Buffalo published an attractive booklet 
the assoc sation s 27th annual convention, this occasion to honor the men who helped entitled, “‘“Men and Times of the Marine.” 
have not been set as yet. contribute to the growth of the bank. Prefaced by a genealogical tree, the well- 
> rs > The mezzanine of the hotel where the _ illustrated, two-color booklet sketched the _ 
vel 
———__—— — the 
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NO ONE WOULD ACCEPT MY PERSONAL CHECK, JANE | 
an 
pai 
“ of 
WHY DIDN'T YOU CARRY vai 
the 
NATIONAL CITY BANK | : 
j 
ai Jok 
TRAVELERS CHECKS?” | : 
e Sm 
i 
“| learned long ago that away from home, personal checks are not sore 
generally accepted . . . but NCB Travelers Checks are welcomed, “0s 
doa 


aa 
! 


just like cash 


pul 


* * #€ 


Your bank can do a great service to your clients who are planning 
business or pleasure trips by selling them safe, spendable NCB 
Travelers Checks. If the checks are lost or stolen, your clients get a 
refund in full. 

You not only make friends when you sell NCB Travelers Checks, 
but at the same time you earn the entire commission, 75¢ on each 
$100 worth sold. 











THE NATIONAL CITY BANK OF NEW YORK 
Finst in World Wide Banking 


Head Office: 55 Wall Street, New York 15, N. Y. 


51 Overseas Branches * Correspondent Banks Everywhere 
¢ Member Federal Deposit Insurance Corporation 6 
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highlights in the 100-year history of the 
organization. 
* 


The Rotterdamsche Bank of Rotterdam 
and Amsterdam recently celebrated its 
500th year of service. To commemorate 
the occasion of the founding of the bank, 
staff members arrayed themselves in cos- 


Rotterdamsehe Bank 


4 Ons kantoor 
4 in ,,Qamstadt” 





500 years of service 


tumes of the fifteenth century. An anni- 
versary booklet paralleled the growth of 
the bank to the development of Rotterdam. 


¢ Sd ° 


“Oscar of Industry” 


For the second consecutive year, the 
annual report of the Girard Trust Com- 
pany, Philadelphia, won a bronze “Oscar 
of Industry” award as the best report of 
trust companies, and a silver trophy for 
the best report of any financial institution 
in the United States. 

The view below shows J. Malcolm 
Johnston, senior vice-president of Girard, 
receiving the two awards from Weston 
Smith, Financial World magazine. 

The annual report competition is spon- 
sored by Financial World magazine. Win- 
ners were selected by an _ independent 
board of economists, printers, artists and 
public relations men. 


Girard Trust wins awards 
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Biggest B.O. 


news since reserved seats! 


Taking inventory of unused tickets, and counting turned- 
in tickets as a check against receipts . . . have always been 
box office headaches. Now the New Year’s Day admissions 
to the Rose Bowl could be counted in little more than an 
hour—by the Tickometer! 

The Tickometer counts (and optionally imprints) all kinds 
of paper forms. . . tickets, tabs, sales slips, currency, checks, 
coupons .. . automatically and accurately, at 500 to 1,000 
items per minute—far faster than the most experienced 
manual checker in any business. It’s saving time and money 


in hundreds of business and financial houses, transport and - 


amusement companies. 

The Tickometer is rented—never sold, needs no large 
expenditure or outlay. To learn more about it, call the near- 
est PB office, or write direct for illustrated booklet. 


71 |p 


Pitney-Bowes 


TICKOMETER 


Made by the originators of the postage meter... 
offices in 93 cities in U.S. and Canada. 


PITNEY-BOWES, Inc. 
3165 Pacific St., Stamford, Conn. 


Please send illustrated Tickometer booklet to: 








Name 





Firm 


Address 
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Brick, steel and glass facade 




















Aluminum writing desks, louvered ceiling 








Unusual teller’s installations 


Outstanding new quarters of The First National Bank & Trust Company, Montclair, New Jersey 


More on Bank Buildings 


American banks continue to make rapid 
progress in the movement toward an im- 
proved physical environment. Each week 
sees the completion of new banking quar- 
ters and the renovation of existing build- 
ings to the end of functional practicality 
and aesthetic satisfaction. 

One of the most outstanding examples is 
in the “‘still to come”’ stage. Better work- 
ing and banking conditions will be the aim 
of the imposing seventeen-story structure 
planned by the First National Bank of 
Arizona. Designed by one of the country’s 
foremost architects, the new skyscraper will 
be highly unusual in plan, with two walls 
entirely of glass and a “floating screen”’ of 
fixed aluminum louvers protecting the top 
twelve stories of the south elevation from 
the heat of the desert sun. This 180-foot 
screen, resembling a gigantic venetian 
blind, will be suspended a few feet from the 
facade of the building and is so designed 
that it will not obscure the view from the 
office windows. Engineered to cut air 
conditioning costs, the device is one of the 
most outstanding sun-control developments 
in contemporary architecture. 

The building itself, to be located in 
Phoenix, will cover the major portion of a 
city block and will contain 200,000 square 


20 


feet, with future provision for a semi- 
attached “‘spiral garage.”’ Outside, in the 
one-way arterial driveway dividing the 
building from the garage, an “‘auto-bank” 
in the form of saw-tooth, staggered stalls 


First National Bank of Arizona 


Glass walls, ‘‘floating screen’’ 





will allow depositors to transact business 
without leaving their cars. The first four 
floors of the building will be occupied by 
the offices of the First National Bank. The 
entire fifth floor will be devoted to a land- 
scaped recreational terrace for employees, 
with the north side designed for summer use 
and the south side for winter. 

Above the fifth floor, the building will 
rise in the form of a rectangular monolith, 
with the east and west elevations window- 
less walls of Cordova shell limestone, the 
north wall of heat and glare resistant blue 
glass and the floating aluminum screen 
shielding the clear glass of the south side. 
The cooling tower and other mechanical 
equipment will be contained in the top 
floor, so as not to interrupt the clear, un- 
broken shaft of the building. Inside, 
modular planning of the floor space will 
allow all offices to be expanded or con- 
tracted at will, in four foot units. 


° 


Progressive modern design is the motif 
of the new office of The First National Bank 
and Trust Company of Montclair, New 
Jersey. A facade with maximum open glass 
area reflects the popular super-market 
strategy and takes full advantage of natural 
light. The exterior of the building is of 
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Ridgefield Savings Bank, Ridgefield, Connecticut 
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Citizen’s National Bank, Camden, Arkansas 


Building and remodeling activity of country banks continues at record pace 


oversize ornamental coral-buff brick set on 
an Imperial mahogany granite base. The 
brickwork acts as a frame for the sixteen 
foot windows and the Herculite glass and 
stainless steel door and vestibule. 

The vestibule opens directly upon the 
central banking area, the walls of which are 
finished in brown-rose paint and walnut 
flexwood flanked by paneled mirrors. These 
mirrors, which begin about seven feet from 
the floor and extend to the ceiling, reflect 
the long sides of the bank and set off the 
solid walnut panel at the rear, lending 
important emphasis to the safe deposit 
department. Thus, this department be- 
comes a focal point to the observer either 
from the street or within the building. 

A louvered ceiling extends the full width 
of the public area and blends into the 
paneled wall. The width of the ceiling 
marks the width of the glassed area in the 
open front and is carried to the exterior 
about 18 inches. This exterior extension 
of the ceiling can be lighted at night for 
advertising purposes. 

Three aluminum writing desks for 
depositors are centered in the main banking 
area on a terrazzo floor of soft, rich colors. 
On the right, separated by a waist-high 
partition of walnut finish, is the officer’s 


, section. The severity of the partition is 


broken with a 12-foot aluminum railing 
between the two entrances to this section. 
The furnishings are upholstered in leather 
of harmonizing tones and the desks are of 
matching walnut. 

Much thought and planning went into 
the construction of the teller’s section. 
The front of the teller’s counter is finished 
in walnut and is elbow height, topped with 
Carrera glass. The counter, 51-feet long, 
runs at an angle so that the teller at the 
last window has an unobstructed view of 


| the entrance. In front of each teller is a 
dropped deal plate 401% inches high. An- 


other counter, of finished walnut 13 inches 


| high and 12 inches deep, rests on the main 


tellers counter. Glass wickets at each 
deal plate provide the customer with a 
tlear view of the teller’s handling of cash. 
To the right of each teller is a steel side 
counter of elbow height, 42 inches long 
and 20 inches wide. This counter gives 
teller; an unusual amount of working space 
and more than offsets the loss of drawer 


| Space in the main counter. The counter 


possesses a drawer and a four-compart- 


ment well to accommodate checks and 
deposits. 


December, 1950 


Every detail of the building and its decor 
has been carefully calculated to assure 
maximum comfort and convenience to cus- 
tomers and employees. Officers of the 
bank assert that the new building has been 
responsible for an appreciable upturn in 
business volume. 

> 


Better use of existing floor space was the 
theme of remodeling activities at the Ridge- 
field Savings Bank of Ridgefield, Connecti- 
cut, early this year. This operation was 
accomplished without any interruption in 
the regular business of the bank. A new 
counterscreen, of bleached oak with lucite 
wicket plates and fluorescent reflectors, 


includes a specially-designed, low wicket 
for the use of children. Massive ceiling-to- 
floor draperies add warmth and color to 
the bank’s interior and establish the scheme 
for the color groupings of the modern 
furnishings. Rubber tile flooring has been 
installed throughout the public lobby and 
the safe deposit department, and carpet 
has been laid in the officer’s space and 
private offices. 
* 


Flower beds, flanking the entrance of the 
new quarters of the Citizen’s National 
Bank, Camden, Arkansas, add a friendly, 
inviting touch to the trim marble and glass 
facade. A composition flooring, acoustic 








market rates. 
@ Collections. 


@ Credit information. 








Speeding Your Canadian Transactions 


If you are doing business in our great neighbor nation 
to the north, Manufacturers National Bank, located 
just across the river from Canada, is in a position to 
help you in many ways, including: 


e Transfers of funds to any point in Canada. 
e Commercial letters of credit covering imports. 


e Purchase and sale of Canadian currency and checks at 


e Advice on Canadian exchange regulations. 


You are invited to route all your Canadian items 
through the Foreign Department of this bank. 


MANUFACTURERS NATIONAL BANK 


Member Federal Deposit Insurance Corporation 
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Before and after, Grant County Bank, Sheridan, Arkansas 


ceiling and sound-absorbing wall carry out 
the clean, modern decor in the interior of 
the building. Recessed incandescent spots 
light the central public area, with louvered 
fluorescent installations used throughout 
the working departments. 


+ 


The recent transformation in the quar- 
ters of the Grant County Bank, Sheridan, 
Arkansas, provides an outstanding example 
of the influence of modernization. in the 
country bank. The outmoded counter- 
screen was replaced by new walnut and 
marble fixtures. The floor has been covered 
with mottled green asphalt tile and the 
walls are finished in a harmonizing shade of 


restful green. Completely air conditioned, 
the Grant County Bank uses light-diffusing 
glass blocks at the windows and fluorescent 
installations throughout. 


7] ° ° 


Absenteeism and Vacations 


Lack of a well-formulated policy govern- 
ing absence from work is often a source of 
poor morale among banking employees. 
The dependable employee feels that he is 
being penalized for his. loyalty when fellow 
employees are permitted to miss work 
regularly with little or no excuse. Attempts 
to evaluate legitimate reasons for absence 
invariably involve subtle personal con- 
siderations that defy established formulas. 








EASY SNAP FILE BOX 


“Style C” 


_ Corrugated Paper—Hinged Lid 
150 Stock Sizes 





=> PROMPT DELIVERIES = 


STRAYER 


ALL STEEL Sliding Drawer 
’ STORAGE FILES 


INTERLOCK IN STACK—Vertical and 
Parallel Horizontal—AUTOMATICALLY 








° MADE ANY SIZE TO YOUR SPECIFICATIONS 


NO STACKING PARTS NEEDED 





We guarantee our transfer Files to please you or no cost to you in the transaction 








.- MAIL ORDERS TO ... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers of BANK SUPPLIES Since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 











Clyde S. Casady, executive vice-pres 
dent of the Savings Bank Life Insuran 
Council, Boston, Massachusetts, state 
recently that, in any organization, pro- 
motions, pay increases and vacation allow - 
ances must consider an employee’s recor 
of attendance as well as his actual workin 
ability. An absent employee means that 
someone else must do his work, and that 
costs go up while efficiency goes down. 

To handle the problem equitably, Mr. 
Casady recommends the plan followed hy 
the Savings Bank Life Insurance Council. 
Each employee with a year or more of 
service is allowed a maximum of 10 days 
absence during the year, with a cash bonus 
of one-half day for each unused day of this 
quota, to be given at vacation time. The 
quota falls within a time period extending 
from the end of one vacation to the begin- 
ning of the next. 

Cumulative absences exceeding a total 
of ten days during the year are counted as 
leave without pay and deducted from the 
next salary check. Should this quota be 
used up, payment of salary is continued for 
one additional week for each full year of 
continuous service in the event of illness 
extending beyond five working days in 
any 52-week period. 

During the first year of employment 
one day of vacation time is granted for 
each month of service, two weeks is given 
for one to three completed years of service, 
and three weeks after four or more years of 
service. 

Since reason for absence is not an issue 
in this plan, personnel officers do not have 
to review individual cases. The reward 
incentive has proved to be an important 
stimulant to the morale and efficiency of 
employees. 
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Heatth Plan and Absenteeism 


The Seamen’s Bank for Savings, New 
York City, believes that their program of 
preventive medicine has cut the rate of 
employee absenteeism by more than one- 
half during the nine years it has been in 
operation. Under the plan, the bank makes 
available to its employees and their fami- 
lies the diagnostic facilities of the staff and 
consulting specialists of a near-by clinic. 
The bank bears the cost of diagnosis and 
also pays the premiums for hospital and 
surgical insurance. 

Employee use of the clinic is voluntary. 
The bank requires the usual pre-employ- 
ment physical and on occasion when the 
employee is failing in his work may urge 
him to go to the clinic. The successful 
administration of the plan requires the 
co-operation of the entire bank staff in- 
cluding the executive members. 

The bank’s direct costs under the pro- 
gram consist of (1) premiums on medical 
insurance, (2) bills from the clinic covering 
diagnosis and examinations above the 
amounts provided for by the medical 
insurance, and (3) premiums on hospital 
insurance. It has been found that in the 
case of the average employee, costs to the 
bank tend to decline over the years once 
he gets into the care of the clinic and begins 
to make up for the past years when he did 
not receive medical attention. An indirect 
bank cost is the loss of employee time ‘ue 
to visits to the clinic. There are also minor 
administrative costs. 
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According to the bank’s officers, the 
statistical and psychological results of the 
program more than offset its costs. ' The 
reduction in absenteeism and the increase 
in efficiency are attested by the fact that 
Seamen’s Bank no longer finds it neces- 
sary to hire fifteen extra persons during 
the summer to help make up for the ab- 
sence of regular employees on vacation. 

The complete details of this plan ap- 
peared in an article entitled “New Ap- 
proach to Employee Health Programs” in 
a recent issue of the Harvard Business 
Review. 
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Christmas Club 


Christmas Club, in the memory of 
iis late founder, has set up the Herbert 
F. Rawll Memorial Awards competition. 
Awards totaling $10,000 are offered for 
letters of 250 words or less on the subject, 
“How Financial Institutions Help My 
Community and Me.” 

The contest is open to Christmas Club 
members in any financial institution using 
the services of Christmas Club, A Corpo- 
ration. The letter may cite a personal inci- 
dent or the experience of a friend, but the 
contestant must be able to prove that the 
example of helpful financial service is true. 

According to R. E. Rawll, vice-president 
of the corporation, the purpose of the com- 
petition “is to stimulate public interest in 
our American free enterprise system of 
banking” and to encourage the individual 
“to investigate banking functions, many of 
which might prove useful . . . and inspire 
active participation in the many helpful 
services financial institutions offer.” 

Christmas Club has brought millions of 
people into constant contact with financial 
institutions. This contact has served to 
develop a better understanding of financial 
services which has resulted in profitable 
mutual benefits to the people and to the 
institutions. 

+ 


This year’s Christmas Club distribution 
was the largest in the forty-year history of 
the corporation. A total of $920,000,000 
went to 10,878,000 Christmas Club mem- 
bers during National Prosperity Week, 
beginning on Monday, November 27. 
Approximately 6,100 banking and savings 
institutions participated in the Christmas 
Club plan. 

The average per member distribution 
was about $84.57 for the entire country, as 
against $84.40 last year. In the large 
metropolitan areas, the average per mem- 
ber distribution was approximately $92.32. 
The total number of individual members 
participating this year showed an increase 
of two hundred thousand over a year ago. 

A survey conducted by the Christmas 
Club indicated that only 38 per cent of the 
funds distributed will be used for Christmas 
purchases by the recipients. An estimated 
27 per cent of the distribution will be 
transferred directly into permanent savings 
accounts, while 12 per cent will be used to 
meet end-of-the-year bills. 

The Christmas Club stated that the 
‘orpcration believes that “this continuing 
ierease in Christmas Club savings shows 
a definite trend in the public thinking to- 
Ward individual financial security which is 


the ultimate financial security of the 
nation,” 
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CAPITAL $7,000,000 RESERVE $10,000,000 











IMPERIAL BANK 
OF CANADA 


76th ANNUAL STATEMENT 
Year ending 3lst October, 1950 


ASSETS 


Deposits with and Notes of Bank of Canada........... $ 47,277,812.47 


Notes of and Cheques on Other Banks............... 24,370,205.49 
RY Gr I I, oo noe ok kaieiecvecenccuays 12,840,015.06 
Government and Municipal Securities (not exceeding market value) 210,005,027.67 
Other Bonds and Stocks (not exceeding market value)........... 10,761,384.55 
ee i oe oe eb ecewi cele ebeeee 6,518,501.51 





ee ee ee eee 


Commercial and Other Loans 


$311,772,946.75 




















(after provision for bad and doubtful debts)....... 198,947,852.00 
Liabilities of Customers under Acceptances and 
Letters of Credit (as per contra)................. 8,880,262.13 
oo aed Gee ontena er a aig ea eae 7,087,456.03 
poco. 5:-i kee Pn ell et in Se oleae 60,143.04 
: $526,748,659.95 
LIABILITIES 
di a eit ot coke ge eae eee ee eed $498,336,896.49 
Acceptances and Letters of Credit Outstanding......... 8,880,262.13 
ere ee acs Nara paw os eso ke a 209,462.28 
TOTAL UABRITES TO THE PUBLK.................. $507,426,620.90 
Dividends due Shareholders........................ 352,693.94 
Capital, Reserve and Undivided Profits............... 18,969,345.11 
$526,748,659.95 








PROFIT AND LOSS ACCOUNT 


Profits for the year ended 31st October, 1950, after 
contributions to Staff Pension Fund and after making 
appropriations to Contingency Reserves out of which 
full provision for bad and doubtful debts has been 








acs costicen 24s ee Se ee a eee ees $ 2,650,308.80 
Provision for depreciation of Bank Premises, Furniture and 

I a cain bcp e ae Saar athe AAO are a eee et 498,997.61 

$ 2,151,311.19 

Provision for Dominion and Provincial Taxes........... 993,000.00 





$ 1,158,311.19 
Dividends at the rate of $1.20 per share $840,000.00 
Provision for Bonus of 20c per share 








payable 20th December, 1950..... 140,000.00 980,000.00 
Balance of Profits carried forward................... $ 178,311.19 
Profit and Loss Balance 31st October, 1949............ 1,791,033.92 
Profit and Loss Balance 31st October, 1950............ $ 1,969,345.11 








RESERVE FUND 
Balance at credit of account 3lst October, 1950 





$ 10,000,000.00 








Il. K. JOHNSTON 


President 


L. S. MACKERSY 
General Manager 
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BURROUGHS CLEARING HOUSE, necesmen, 1950 
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Mr. Lockwood, left, explains how he solicits dealer business, handles problem relationships 


HOW ONE BANK MAINTAINS VOLUME 





AUTOMOBILE FINANCING 


Policies that have resulted in an unusually 
large portfolio of dealer and direct loans 


ITH Regulation W already hav- 

ing cast a heavy pall over 

Automobile Row, the outlook is 
for intensified competition all up and 
down both sides of the street. And, 
the battle for business is bound to be 
reflected in a heightened scramble for 
the car loans that will be available 
under the rather drastic credit curbs 
now in effect. 

Which makes it a good time to re- 
examine our policies and promotional 
programs in this important field, usu- 
ally the profit bell-wether in a bank’s 
consumer credit department. We sus- 
pec: that it will take more than wishful 
thinking to sustain a desirable volume 
of .uto loans in the “garrison econ- 
omy” period ahead. 

In our experience, the fact that we 
have been able to develop a portfolio 


December, 1950 


By 
ALBERT F. LOCKWOOD 


Assistant Cashier and Manager, Install- 
ment Loan Department, Central 
National Bank of Yonkers, 
Yonkers, New York 


of both direct and indirect automobile 
paper, with little or no conflict of 
procedure, treatment or control, has 
been extremely helpful. This policy 
has enabled us to maintain a profitable 
volume of automobile loans in the 
past, and should be a beneficial factor 
in the competitive days to come. Our 
file now consists of approximately 
$1,000,000 in dealer originated paper 
and $800,000 in direct loans. 

Probably the keystone of our policy 
in attracting the two types of loans is 


that they are both made at the same 
discount rate to the customer. Thus 
on new cars, the rate is the same 
whether financed through the dealer 
or at the bank, and on used cars there 
is a uniform rate. We pay our dealers 
a one per cent commission on all retail 
sales paper submitted. This commis- 
sion is deducted from our discount and 
not passed on to the customer. 

On occasion we have been called 
upon to justify this practice, and the 
response is simple. Interviewing cus- 
tomers costs money. Into a relatively 
short banking day our officers, all of 
whom are salesminded and desirous 
of direct contact with our customers, 
must crowd loan applicants in addition 
to opening checking accounts and 
thrift accounts, answering inquiries, 
buying and selling securities, and so 
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on. In a bank of our size ($18,000,000) 
this means rushed interviews and in 
many cases personal follow-ups or 
subsequent correspondence. Again we 
say, this takes time and time is money. 

After analyzing our costs carefully, 
we came to the conclusion that parting 
with a percentage of our automobile 
loan income for the preparation of the 
papers was not only desirable and 
productive of volume, but also profit- 
able. 

Incidentally, we stress in our original 
discussions with a dealer that our 
commission is paid for the sole reason 
that he conducts the customer inter- 
view and prepares the papers. This 
places us in a strong position to return 
the lien instruments for correction 
when errors or omissions are dis- 
covered. 

We consider the properly handled 
and indoctrinated dealer as a member 
of our bank staff, a seller of our serv- 
ices and a public relations man of the 
first water, a man who initiates a vol- 
ume of business at a good return, who 
acts as our interviewer, does away with 
a good portion of our clerical detail, 
and who, if worked with on a friendly 
and mutually co-operative basis, be- 
comes an invaluable asset to the bank. 


OF course, there is no Utopia in 

lending money for any purpose, and 
advancing the deferred balance for the 
purchase of automobiles is no excep- 
tion. Doubtless other banks can also 
testify that sometimes dealers are 
difficult to handle. For instance, they 
have a natural tendency to obtain as 
little information from _ prospective 
purchasers as they can get away with. 
Sometimes cars against which the 
bank holds a lien are removed from the 
floor or lot for demonstrations, polish 
or repair jobs, or loaned to relatives or 
friends. Dealers, too, have been known 
to get approval on a contract for one 
amount or one car, and then to jockey 
the deal so that the result does not 
resemble the original submission at all. 
They may neglect to notify the bank 
of cancellations and substitutions, omit 
the names and addresses of insurance 
agents, forget to notarize conditional 
bills of sale, and omit or miscalculate 
the finance charge. Calling the bank 
every half hour to check on approvals 
is another of the various and sundry 
little aggravations that are sometimes 
encountered. 

There are other problems, too, that 
one learns how to deal with through 
experience. Where the dealer rec- 
ognizes the strength of his position 
and demands an increase in his com- 
mission, we point out that through 
our ads we encourage prospective pur- 
chasers to go to his floor and thereby 
help to create these commissions for 
him. We also stress the fact that if 
we handled the transactions in the 
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A portion of the check and record preparation section 


An $18,000,000 bank, Central National has $1,800,000 in auto loans 


bank we would retain all of the dis- 
count and he would get nothing. We 
explain that we are paying the com- 
mission out of our discount, and that 
we, like him, must make some profit 
to remain in business. 

When the dealer becomes increas- 
ingly sensitive to declined loans, we 
are careful to point out to him the 
obviously poor quality of the rejected 
credits. We cite the fact that these 
risks almost always present a service 
problem to him as a dealer, and we 
appeal to his reputation as a high type 
merchant who has no desire to lend his 


name to anything substandard, includ- 
ing a finance deal. 

If a dealer threatens to shift to an- 
other bank or lending agency, we point 
out that the present relationship has 
been happy and mutually profitable 
and is on the whole running smoothly. 
Starting anew with another institution 
would mean new methods, becoming 
acquainted all over again, and so on. 

Where the dealer tends to become 
less careful about his credit information 
sheets and the preparation of his lien 
papers, we stress the desire to give him 
quick answers and payments on all 


Burroughs Clearing House 
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A/C # ... 
CONDITIONAL SALES CONTRACT 
Tanta 2 es SO 
Sold by Jones Motors __ ____ ties So» Bi way., Tobere 
To William Brow os Raia OE Pn Sears 


The undersigned Purchaser (jointly and severally if more than one), hereby purchases on the following terms and conditions from the Seller the 
articles of personal property listed below, all hereinafter referred to as “property”, which Purchaser has examined, received and accepted in its present 











condition: 
Make New or Used Type Year Model No. “ Serial and Motor No License No 
Plymouth New _—_2dr.sed. _1950 P20 «89101 22-1234,567 
together with all equipment, attachments, accessories or repairs now or hereafter made to, attached or placed upon said property. 
Bona Fide Purchase Price of Car - : - - $. 1800.00 Balance Due to Seller 
Accessories . ao aa conte nee te Loan Proceeds Dus Borrower ; : - - 3... 900-00 ; 
Seles Tax sesso en, ee (Insurance Premium 303-00 to J.J.«Phillips 
‘a 
Regis‘ 
5M.10.50 Grand 
Total * CENTRAL NATIONAL BANK OF YONKERS 
(Tr 
i Application For ________. Loan 
l. 12 Mos. [) FOR BANK USE 
ae 15 Mos. 
Net Amount of Loan Required $ eo: To Be Paid In 18 Mos. [j Interviewed by. Loekwood 
21 Mos. {7} aide 7 cre. 
— 24 Mos. (5) 
same 











of Yo If Application is Filled Out by Wife Information Given Should Relate to Husband 
All the Following Questions Must Be Fully Answered—If “None,” State “None” 


eretio: 
ment, 








for ef PURPOSE Purchase 1950 Plymouth ; a SQORE.. 6g 
oe | { Married [ | Number ee hy Fe 
such Full Name of aye . | Age. | Single [J of 5 
Person Responsible Willian Brown (4p 34 | Divorced [| Dependents 2 
re ie cer | Own Home] >). ae ores 
Residence te a ; Rent Home 6% Room [] | Long 
Address 26 Black St., Yonkers } (12) Act. FF] | 412)7 yrs. 
} 
Phone me ¥ { Monthly Rent _ | Name and Address of es ls e 
Number Y3-1234 | or Payments § 55.00 | Landlord or Mortgaxee Black Realty Corp., same 
| 
Previous 7 - How Wife's Maide 
atdiens 31 North St., Yonkers | tong 5 YESpName Anna Williams 
~ a tion cig vhs 
Employed 





P ‘ Long } Position 
Alex. Smith Carpet Co. 1/69 yrs.| a6, Weaver 





Lira | 















. 5 : F Your j 
Saw Mill River Ad., Yonkers | Number Y3—9'700"! sioccior MI- Roe 
How 
Long 
l j Per Wek = ai BPRS <. 
| Amocnt of Pee Month fF | Source of s 
| Other Income $15.00 | Per Year | Other Income Govt. Pension 
lf is employed, give 
nam address of employer and salary None 
op duiethabiape ——_" on Ma scien 
If so, state make, year, and in License 
Do you own an automobile? Yes whose name it is registered §=Being turned in ‘amber QW7321 
ere 7 Checking ~~ | Amount 7 phy 
Name of ’ (20) | . 
Bank Central National Savings of Life (8) Payable 


| Xmas Club ¥ | Insurance $ 5,000.00 | to Bife 


Please List All Your Debts, Mortgages; Installments, Co-Maker Notes and 

















Loans Now O ding, Including Obligati Owed To This Bank. 
Name of Bank or Finance Co. City «) Balance Due Monthly Payment 
ORB. Yonkers _ i erie ; * ee 
Pureb| ~ ee 
Are there any judgments or legal proceedings against you?. . NQ é : 
oY? I wish mail sent to—Home address {K} Business address [] 


The rate of discount of this note expressed in terms of simple interest is not in excess of .982 per month. In order to induce you to 
make a personal loan to the undersigned, the undersigned represents that the foregoing is true and correct. You may rely upon this 
statement, and-you may make such investigation with respect thereto as you may deem advisable. This statement may be retained by 
you regardless of whether the transaction is consummated. 





COMPLETE ONLY IF YOU HAVE A CHECKING ACCOUNT 


Reguls 
+ Please charge my me | Checking Account for the monthly payments. 
Jrility : 











Regul. ] ; . 
— Piease credit my a - Checking Account with the proceeds of this loan. 





SIGNATURE OF APPLICANT 








Sales contract form used by dealers, and direct loan application form 


Both types of loans are made at the same discount rate 


applications and emphasize that care- the growing resistance of the borrowing 
lessness results in delay. public to high rates and package plans 

Yes, to be realistic it must be for insurance. In our ads and direct 
admitted that there are headaches and mail promotion we have constantly 
problems involved in generating a encouraged the public to insist on bank 
volume of auto dealer paper, but the financing when buying cars from the 
income derived from this source pro- dealers’ floor or lot. Our bank motto 
vides a satisfactory palliative. is “Buy, Bank and Boost Yonkers,” 

development of a $1,000,000 auto- and our auto loan promotion stresses 
mo ile loan portfolio through dealers such themes as Buy, Finance and 
has been accomplished largely by con- Insure your Car Locally, Take Advan- 
sistent and persistent solicitation. It tage of Reasonable Bank Rates, Insist 
has involved overcoming initial hostile on Bank Financing When you Buy 
reactions to bank financing, and re- your Car. Dealers cannot help but 
pea‘ed calls pointing out to the dealers become co-operative when purchaser 
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after purchaser insists on using bank 
financing. Of course we know that 
many dealers will attempt to sell some 
other plan first. Our experience indi- 
cates, however, that the slightest resist- 
ance on the part of the prospective 
purchaser results in a change to the 
bank forms. 

Occasionally, as an opening wedge, 
we have swallowed our pride and 
accepted a deal that we knew had 
been sent to us by a dealer after it had 
been rejected by another lender. In 
these instances we have often been 
able to reach ‘a favorable decision 
through the development of additional 
information by means of a personal 
interview with the applicant. The 
dealer is invariably impressed and we 
find that we are likely to receive an 
increasing amount of good quality 
business from him. 

We learned early in our dealer-bank 
relationship to avoid “‘special’’ dealers, 
however. For example, a new car 
dealer with a used car lot is, in our 
opinion, operating separately from his 
new car financing and we do not make 
any special deal with him because of 
the fact that he is productive of new 
car loans. Bankers know that nothing 
is more aggravating to any depositor 
than to find that another account has 
had service charges waived or obtained 
a better rate on a comparable loan. 
The same psychology applies to auto- 
mobile dealers. Our original discus- 
sions and agreements stress that ‘“This 
is the deal. Our other dealers are on 
the same basis.”” And don’t think that 
there won’t be check-ups with fellow 
dealers to make sure. 


‘THERE is another step in indirect auto 
financing beyond the setting up of a 
satisfactory operation for the purchase 
of retail sales paper. Dealers must be 
given wholesale financing, and some 
commercial banks have been reluctant 
to provide this. We do floor planning, 
under Section 230c of the New York 
State Lien Law. On new cars we 
finance 100 per cent of the factory 
invoice, usually on a draft from the 
factory. On used cars we advance 
80 per cent of the Red Book cash 
value. We inspect all dealers at un- 
scheduled times every 10 days. 

The theory has been advanced that 
dealer business means less personal 
contact with borrowers, resulting in 
less opportunity to sell them other 
banking. services. To date we have 
not found this to be so. Time after 
time, we have noted that our credit 
check sheets reveal the existence of an 
open dealer loan. Our central files 
reflect special and regular checking 
accounts, safe deposit boxes and trust 
department inquiries coming on the 
heels of indirect automobile loans. 
Appropriate promotional pieces are 

See AUTOMOBILE FINANCING—Page 68 
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A banquet enhances attendance, interest 


Plannin 
STOCKHOLDERS 


By 
FRANK J. GREEN 


President, First National Bank of Wood- 
stock, Woodstock, Illinois 


HEN this bank was opened 

some fifteen years ago, we urged 

the incorporators to issue stock 
at $10 par value instead of $100. Our 
theory was that this would make it 
easier to have a large number of stock- 
holders and we were sure that the more 
stockholders we had, if they were kept 
properly enthused about the bank and 
its work, the more business we would 
obtain and the faster our bank would 
grow. 

This feeling has been substantiated 
throughout the years and we are glad 
to share our experience with other 
banks for many of our banker friends 
tell us that they receive very little 
help from stockholders. Some even 
tell us that they do not have the whole- 
hearted support of directors. 

It isn’t that we feel that stockholders 
and directors have a genuine responsi- 
bility to be active. We believe, in our 
case, they have learned to think of their 
part as an opportunity to help rather 
than as a duty, and we try to keep that 
feeling dominant. We think people 
will do more when they think of the 
work as an opportunity than when they 
think of it as a duty. At any rate, we 
are receiving splendid help from our 
stockholders and our objective is to 
increase their number. 

One of the chief ways we use in 
keeping stockholders properly informed 
and enthused is to give them a banquet 
once a year at the annual meeting. 
There is no question but that we get a 
much larger representation of stock- 
holders by providing this banquet than 
we would if we had the annual meeting 
in a bare hall. Everyone feels better 
after a good meal, his enthusiasm is 
more easily stimulated in company 
with friends and others who have an 
interest similar. An account of the 
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Music, flowers and food help to stimulate stockholder enthusiasm 


way our meeting early this year was 
handled will illustrate the principles 
we follow in conducting the annual 
meeting. 

There were 142 present at the 
annual meeting out of a total of 161 
stockholders, representing 9,035 of 
10,000 shares of stock outstanding. 
There were a few proxies, but only a 
few, and these were from people who 
had other engagements and could not 
come. There was certainly no lack of 
interest. 

It required the largest hall in one of 
our churches to provide seating capac- 
ity for the banquet. As the stock- 
holders arrived, we had some of our 
young lady employees pin carnations 
on them. In addition to that, we had 
several bouquets of flowers on the 
tables. Following the dinner, the roll 
was called and while the tellers were 
counting the number of shares repre- 
sented and recording those present, 
we had a male quartet sing several 
numbers. This quartet, incidentally, 
was made up of officers and stock- 
holders and made a big hit. They 


called it the “Barber Shop Quartet” 
and the members sang the old songs 
which every older person enjoys. The 
foursome is shown on page 29, the 
upper row from left to right consisting 
of Vice-president Harold Beth and 
Assistant Cashier Harry Abraham, 
while the two stockholders in the bot- 
tom row are Edward Cardiff and 
W. H. deWolf. 

We then emphasized the splendid 
attendance and representation of stock 
and called attention to the president’s 
message in the printed stockholders’ 
annual report for 1949 which was given 
to each one present. We asked the 
vice-president then to point out cer- 
tain important features in the con- 
densed statement of condition in which 
this year was compared with last. The 
vice-president emphasized the fact 
that capital funds are more than three 
times as large as capital stock alone. 
He also emphasized the fact that we 
have liberal reserves which are larger 
than in the previous year, and then 
announced that the book value of our 
stock was $35.75. 
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1. Use all services of the bank, keeping a 
liberal balance in deposit accounts. The bank 
can make money only on good deposit balances. 

2. Recommend to friends that they use 
his bank. A stockholder is in a favorable 
position to recommend the bank. He is usu- 
ally prominent in the community and his 
recommendation goes a long way. 

3. Take occasion to promote the idea of 
systematic savings whenever possible, begin- 
ning with his own family and seeing to it that 
savings accounts are established for each 
member with regular deposits made. 

4. Talk with business friends regarding 
their financing, to learn if his bank can de- 
velop safe, profitable loans it does not now 
have. Knowledge of the business of the vari- 
ous local concerns often discloses opportuni- 
ties for profitable safe loans. 

5.. Help promote the 
bank’s customers. 


business of the 


6. Take an active part in community de- 
velopment work. All community development 
work benefits the bank, and the more persons 
interested in it, the greater will be its success. 

7. Spread information regarding banking 
and stop rumors against banking when dis- 
covered. It is remarkable what little infor- 
mation there is among depositors as to how 
banks make money. 

8. Keep in close touch with local building. - 
Often a stockholder can give a tip to an officer 
which will result in some profitable loans. 

9. See to it that all business firms with 
which he has a connection carry good balances 
in his bank. Regardless of the office held, 
there is usually a way a stockholder can in- 
fluence the placing of the bank account for a 
business in which he is interested. 





How a Stockholder Can Help His Bank 


10. Recommend his bank to lodges, clubs, 
church societies, and other organizations in 
which he has membership. There are often 
large balances that lie dormant for some time 
in societies of various kinds. 

11. Secure the accounts of school districts, 
city, library, or other public bodies of which 
he is a member. Sometimes it is impossible 
to influence the whole account of a public body, 
but usually it is possible for a stockholder 
to secure part of the deposits for his bank. 

12. Encourage other stockholders to help 
in the business of building up the bank. 

13. Have frequent talks with the cashier 
and other officers with respect to the develop- 
ment of the bank. When an officer sees that 
a stockholder is definitely interested, he will 
be inclined to ask for advice regarding the 
securing of a certain prospective depositor 
who may be a special friend of the stock- 
holder. 

14. Take occasion to visit manufacturing 
plants and talk with the chief executives, 
especially the treasurer. Often, a conversa- 
tion of this sort will bring forth an oppor- 
tunity to suggest the bank as a place for the 
manufacturer’s account. 


15. Make it a point to get acquainted with 
newcomers, especially those connected with a 
business that might mean profitable deposits 
for the bank. Sometimes, a large concern 
establishes a branch. At other times, new 
factories or other lines of business move into 
the neighborhood. The stockholder may have 
a better opportunity to recommend his bank 
than an officer of the bank would have. 


16. Develop a consciousness that a stock- 
holder has a responsibility for the growth and 
efficient management of his bank. 





Stockholders receive tangible suggestions on aiding the bank 


He then referred to the fact that in 
the printed report in the hands of each 
stockholder there is a comparative 
statement of earnings and expenses. 
Expenses were slightly larger in 1949 
than they were in 1948, and he ex- 
plained the reason for that. Net earn- 


‘ings from current operations were also 


Quartet provides harmony 
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a little less. However, the net profit 
represented by the net increase to un- 
divided profits was quite a little more 
than in the previous year. Part of this 
was due to recoveries, and part was 
due to the fact that we did not have to 
pay quite as much income tax in 1949 
as the year before. 


Following this report, we made 
known the results of a survey of busi- 
ness, industrial, and professional! activ- 
ity in Woodstock and the proportion 
handled by the First National Bank. 
We emphasized the fact that of 38 
automotive businesses, our bank fi- 
nances 30. Of 143 retailers and whole- 
salers, we have the accounts of 92. 
We have 16 of the 18 manufacturing 
concerns. We have 25 of the 33 build- 
ers and contractors. We have 31 of 
the 47 professional people. We have 
accounts for all of the educational 
institutions and for half of the churches. 
After we had read all of the classifica- 
tions, we told the stockholders that of 
449 businesses, our bank serves 321, 
or 72 percent. We also explained that 
a large part of our business is with 
farmers and more than 50 per cent 
of our loans are made to farmers in 
McHenry County. 


E feel sure that an analysis such as 

this adds to the enthusiasm already 
held by stockholders in their invest- 
ment. They see that the bank is 
progressing, that it is really serving 
the community and they feel that, 
because of work they do, we are com- 
plimenting them and showing them 
that their work has been a success. 

This year we had two speakers. 
Both were local men. One of them is 
closely connected with agricultural 
interests, was formerly with our Illinois 
Agricultural College and is now farm- 
ing in McHenry County. He talked 
about the farm plans of the Govern- 
ment and provided a fascinating ac- 
count of the development of free enter- 
prise. 

Our other speaker was John Y. 
Beaty, a local resident, a farmer and 
the retired editor of Bankers Monthly. 
We had asked him to point out the 
opportunities that stockholders have 
to contribute various help to the bank 
staff and to the people of the com- 
munity. He prepared a list of 16 

See STOCKHOLDERS’ MEETING—Page 70 


Special report relates bank’s progress shown by survey. 
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The NABAC convention produced many practical 
suggestions on operations, with small bank 
problems receiving special emphasis 


Meas rom BANK AUDITORS 
AND COMPTROLLERS 


ANK auditors and comptrollers 
lost no time getting down to the 
practical matters of bank oper- 

ation and audit control in their recent 
convention at Kansas City, Missouri. 
Many ideas came from the meeting 
and many subjects of wide interest to 
bank management were discussed. 

A number of the sessions were keyed 
especially to the smaller banks. This 
was in keeping with the trend of 
association membership, which has 
been expanding rapidly in recent years 
_and which represents a growing pro- 
portion of smaller banks. During the 
past year, announced Association 
President Edward F. Lyle, vice-presi- 
dent and comptroller, City National 
Bank and Trust Company, Kansas 
City, 20 new conferences, or chapters, 
were established and 530 new member 
banks were added. In the six years 
since 1944, bank membership has gone 
from 1,700 to 4,000. 

The emphasis that is being placed on 
bank operations today was discussed 
by Mills B. Lane, Jr., the first speaker 
on the convention program. Mr. Lane, 
who is president of the Citizens and 
Southern National Bank of Atlanta 
and a past president of the association, 
stressed bank operations in an address 
on ““What Bank Management Expects 
of the Auditor and Comptroller.” 
These men, said Mr. Lane, are destined 
‘for larger places of importance in bank 
management. This is necessary, he 
added, in the spirit of teamwork which 
management must strive to attain. 


Auditing for Small Banks 


Turning to one of the problems con- 
fronting smaller banks, Wallace H. 
McDaniel, executive vice-president, 
Northwest National Bank of Chicago, 
said that it is easy to acknowledge that 
a small ‘bank cannot afford a separate 
officer'as an auditor. The fact that the 
bank is small is not the reason for not 
employing a _ full-time auditor, he 
pointed out. The reason stems from 
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By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 


the expense involved. In a forthright 
answer to this matter of expense, he 
suggested that it would be a good idea 
to get a statement from the directors 
of those small banks which had had 
the misfortune to hire an embezzler, 
whose losses ruined everyone connected 
with the bank. ‘Do you think those 
directors would object to some auditing 
expense in their banks?” he asked. 
Discussing the steps in protecting 
the bank’s assets, Mr. McDaniel stated 
that: First, the banks have the ele- 
mentary protection of adequate in- 
surance coverage. A large insurance 
program can be expensive, but the 
directors can sleep nights. Second is 
the adoption of internal systems that 
serve to check the bank’s operations, 
and here the bank can call upon the 


texts and manuals already available. 
Since internal controls will not be 
sufficient, he added, a third step must 
be considered. This involves the 
actual auditing of the affairs of the 
bank by an outside party. The exami- 
nation of the bank by supervisory 
authorities is not an audit. ‘Sooner or 
later,”’ he said, “this outside audit will 
become a requirement by law, in my 
opinion.” 


Directors’ Examining Committee 


The directors’ examining committee 
could well be made up of three direc- 
tors, exclusive of active officers, said 
Joseph R. Frey, president, Lake Shore 
National Bank, Chicago. Each direc- 
tor, he said, might find it profitable to 
serve a term of three years on the 
committee with directors being added 
and retiring each year so that the 
committee could preserve its con- 
tinuity. This lends itself well to a 
year-round auditing program. ‘The 


Registration totaled 850 for this 26th annual meeting 


Convention Chairman E. G. Armstrong greets delegate from the Philippines 
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Past President Mills B. Lane, Jr., addressing group 





Attentive audience at convention, National Association of Bank Auditors and Comptrollers 
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NABAC looks back on year of progress, with 531 new member banks, 20 new conferences 


executive officers of the bank must be 
in sympathy with the program and 
should have a good urderstanding of 
bank audit work. The auditor and/or 
comptroller should work very closely 
with the executive officers as well as 
with the directors’ committee. 

Zach year, prior to the annual meet- 
ing of the board of directors, Mr. Frey 
stated, the directors’ examining com- 
mittee should hold a formal meeting 
and select an auditor and/or cemptrol- 
ler and set the salary for the position. 
This committee should have before it 
as a guide the daily statement of the 
bank to assist in formulating a schedule 
of verification and the audit procedure 


Lo be followed. Similar meetings should 
be held immediately following the 
receipt of the semiannual bank exami- 
nation reports and the auditor should 
call a meeting of the committee to 
review any irregularities. 


Smaller Trust Department 


All trust accounts, large or small, 
irrespective of jurisdiction, open with 
a trust instrument, said Karl Simson, 
comptroller, Bank of New York and 


*Left to right: Edward F. Lyle, Burton P. 
Allen, Clarence H. Lichtfeldt, George Ehr- 
hardt, Ira C. Chaney, Robert H. Shepler, 

Evan M. Johnson and Darrell Cochard 


The convention talks ranged from auditing to community service 


Presidential gavel changes hands, as other officers look on* 
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Fifth Avenue Bank, New York City, 
in an address covering what he de- 
scribed as more of a check list than a 
fixed auditing procedure. The audit 
program, he said, should include the 
test reading of the instrument and the 
synopsis. 

The synopsis, said Mr. Simson, 
should contain a list of the beneficiaries 
and their rights, investment restric- 
tions, if any, amount of the remunera- 
tion to which the bank is entitled for 
its services, and the manner and time 
when such charges are to be made. 
Included should be a record of the 
opening inventory, additions and with- 
drawals, if any, in the trust estate. 

It is the duty: of the auditor, he said, 
to ascertain whether or not securities 
belonging to a trust are in the posses- 
sion of the trustee, to inform himself 
of the proper handling and storage of 
securities, and to make certain, through 
periodic inspections, that the securi- 
ties are there. As the improper ad- 
ministration of trusts may lead to loss 
to the bank, the auditor should include 
in his program the investigation of 
litigations, unreasonable delay in the 
settling of trusts and estates, careless 
disregard of counselor’s advice and 
other matters of similar nature. 


Bank Forms 


That the public relations implica- 
tions in bank forms are of great impor- 
tance was the essence of an address 
delivered by Lewis F. Gordon, vice- 
president, The Citizens and Southern 
National Bank, Atlanta. Mr. Gor- 
don’s talk was prepared against the 
background of a survey letter to 150 
See AUDITORS AND COMPTROLLERS—Page 72 
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Irrigation and a bank’s service-minded agricultural 
program have transformed a barren New Mexico 
area, brought it prosperity 


Developing a New 
PARM DEPARTMENT 


O questions about the program 

and plans of our small bank we 

usually summarize something like 
this: ‘““‘We’re growing with the land... 
but we believe it is our job to help this 
part of the land grow.” And it is this 
last, the way we work with the people 
who work the soil of our area, that 
brought about an invitation to write 
this article. 

Ours is a small new bank that has 
had a substantial growth since it was 
established three years ago. Our trade 
. territory is completely rural, Loving- 
ton being a town of 3,000 population 
and our entire 50 by 100-mile county, 
Lea, having only one other town of 
comparable size. Our principal crops 
are cotton, grain sorghums, alfalfa, 
barley and oats. Principal livestock 
consists of range sheep, beef and dairy 
cattle. 

A stranger driving through our 
county in the southeastern corner of 
New Mexico three years ago might 
have wondered how banks could 
prosper here. Only occasional small 
herds of cattle and an occasional oil 


By 
‘JOEL A. BURNS 


Assistant Vice-President, Lovington 
National Bank, Lovington, New Mexico 


derrick dotted the flat stretches of Lea 
County grassland. But during the 
last three years God and good fortune 
have taken quite a hand in our county 
and, lest someone feel we think we 
have done more than we actually have, 
let us say something about that. 

Soon after the war, when prices for 
farm produce bounced upward, a 
farmer in our neighborhood decided 
to try irrigation. He drilled a well and 
found at 80 feet an underground water 
bed. He attached a small power unit 
to his pump and some 12-inch piping 
and had an irrigation project that 
would water 160 acres of crop land. 
With water, the land proved fertile. 
During the 14 months that followed, 
Lea County’s cultivated acres jumped 
from 6,000 to 60,000. It is incidental 
that we have helped finance the 800 
irrigation wells already completed and 


hope to help with many more. So the 
Lea County that a few years ago 
depended for its income on one cow 
per 35 acres and an oil well every 160 
acres is beginning to look more like 
other agricultural areas. But one can 
still drive miles along our roads without 
seeing a farmhouse. 

Farmers are taking up tracts of land 
as they arrive from other sections of 
New Mexico, from Texas, Oklahoma, 
Arizona and California. To these 
newcomers from other states must go 
the credit for starting our farm depart- 
ment. We began to find that nine out 
of every ten farmers with whom we 
might do business were complete 
strangers to us. It was impossible to 
sort the good risks from the bad. 
Further, we found that many of the 
farmers wanted to make use of their 
new-found water to grow cotton... 
100 per cent cotton .. . on their land, 
and to depend for their living from 
season to season on one cash crop. 
As agriculturists know, this policy is 
economically dangerous because of the 
hazards of weather and disease. Also, 


Established only three years ago, the Lovington National has experienced rapid growth 
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Mr. Burns, who serves as the bank’s “‘farm advisor’, spends six days a week out in the field 


With irrigation came cotton ... now the bank is preaching diversification, crop rotation 


one-crop farming sets up a disastrous 
drain on the soil if continued over 
several seasons. 

So we began thinking about an 
agricultural department. At first the 
plan was simply to have a farm investi- 
gator gathering information on pro- 
spective loan clients. But two things 
became apparent during that first sea- 
son (1948). First, a good job of 
investigation could not be done with- 
out spending a great deal of time out 
on the land and, second, we could 
accomplish far more for both the bank 
and the farmers than merely inspect 
and report collateral. Substantiating 
this conclusion was the fact that of the 
200 short-term loans we made to 
finance 1948 crops, some 80 were the 


kind we would not want again. Also, 
it was evident that bad farm practices 
and lack of information were hurting 
all kinds of agricultural enterprises in 
our county. 

I was elected “‘Agricultural Advisor’’ 
for the bank. By way of explanation, 
I am the son of a rancher and have 
always been active in the agricultural 
organizations of our area. And I had 
been graduated from the New Mexico 
Agricultural College with a degree in 
animal husbandrv. 

We outlined our proposed program 
like this: (1) We would spend most of 
our time traveling the county, visiting 
the farmers and ranchers with whom 
we were doing business or hoped to do 
business. (2) We would become 


Much of the bank’s business is traced to its farm department 














December, 1950 


acquainted with all sources of agricul- 
tural information and make our visits 
to farmers of real value to them. 
(3) We would take part in all possible 
agricultural organizations in the 
county. Upon the way we handled 
these three parts of our program, we 
thought, would depend our value to 
the bank and the territory. 

We travel the territory. We are on 
the road visiting farmers in their fields 
and homes six days a week, from seven 
to five every day except on those rare 
occasions when the press of inside 
work keeps us at our desk. Although 
it is a fact that farmers now depend on 
us for help, this was not true at first. 
We made mistakes. One well-remem- 
bered incident was the time I stopped 
to ask a farmer the direction to a 
neighbor’s place. After he had given 
us the information, looked over our 
business suit, necktie and shined shoes, 
he said, ““What you selling?’ The 
next day we dressed to suit our job, 
and have done so ever since. We 
learned that a most important part of 
our work is an initial meeting with a 
farmer. With experience we developed 
a standard approach. Now we simply 
tell the farmer we are from the Loving- 
ton National Bank, that it is our job 
to help him finance his worthwhile 
projects and finally (and this is the key 
to our welcome) we always have some 
pertinent information to give him. 
Sometimes this last is a market report 
on his particular cash crop. Some- 
times it is information about the 
remedy for damage done by an insect 
or disease that is bothering him at the 
moment. It may be any one of a num- 
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A radio telephone enables Mr. Burns to stay in the field, 
keep in touch with the bank 


ber of things we have learned are fore- 
most in farmers’ minds at specific 
times of the year. 

The importance of always having 
worthwhile agricultural information on 
lap makes it pertinent to mention how 
sasy itis to get this information. First, 
there’s the State Agricultural College. 
The college willingly put us on its 
mailing list for all bulletins and other 
publications about the crops and stock 
of our area. Second, we have made it 


a point to become acquainted with our 
County Agricultural Agent and to keep 
in touch with him every week on 
matters of current interest to our rural 
people. 


Third, and the very best 


source of information, is the farmers 
themselves. It is surprising how little 
information seeps from one farm to 
another of its own accord. 

One of our main services to the 
farmer, and one which does not seem 
to be common in the bank field, was 
originated because our traveling could 
not do a complete job of keeping the 
farmers on top of agricultural and 
economic problems. It is a twice-a- 
month publication, called Your Banker 
Sez. In it we tell and illustrate on 
paper the same kind of story we tell 
to farmers when we visit them in their 
fields. Here, for instance, is a part of 
one issue published when cotton insects 


were beginning to become troublesome. 
It was headed, HERE IS A MONEY 
SAVING IDEA ... SPRAY WITH 
LIQUID FOR COTTON INSECTS 

“‘Use of Toxaphene in liquid form is 
proving very successful because of! 
many reasons. First, it is cheaper as 2 
spray and will remain effective up to 
three weeks, and will kill all major 
cotton insects: Fleahoppers, aphids, 
grasshoppers, thrip, army worm, bo!! 
worm (if still outside the square) are 
completely controlled with toxaphene 
in a spray. 

“The cost? Very low compared to 
other methods of insect control. Be- 
tween 80¢ and $1.20 per acre will give 
complete control by using from one 
pint to one quart of 60 per cent toxa- 
phene liquid in five to seven gallons of 
water per acre. 

“BUILD YOUR OWN SPRAYER. 
A spraying machine can be made in a 
few hours with the use of a little pipe, 
some spray nozzles, and a pump hooked 
to the power-take-off on your tractor. 
Total cost between $50 and $75. This 
will last for years and can be used on 
many crops besides cotton. It is sug- 
gested that neighbors go together and 
build a sprayer. This could cut the 
cost of spray machine to about $25, 
not to mention the saving on spraying 
and the fact that you can spray 24 
hours a day when the crop needs it 
most. 

“The ideal hookup on a sprayer is 
to use nozzles that give cone-shaped 
spray with 45 to 60 pounds pressure. 
Do not use more than this pressure for 
best results. Make the nozzles or en- 
tire sprayer so it can be raised or 
lowered as cotton grows.” 

The page is signed, ‘‘Sincerely, Joel 
A. Burns, Farm Advisor, Agricultural 
Service Department, Lovington Na- 

See NEW FARM DEPARTMENT—Page 77 


Semimonthly farm bulletin contains highly practical information, costs bank 2¥2 cents a copy 
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CROP SBCTION OP aad BANKER SBZ 
BINDWBED COMBS 


Bindweed is the worst of @]1 weeds in the nation, being auch harder on lend 

end wuch worse to kill than the pest Johnsongrass. It will very sii. bmi 

en entire querter section to the point that nothing but the weed #11] 

THERE IS LAND IN THIG STATE ONCB VALUED AT $500.00 AN ACRE THAT NOW WILL Or 

pans POR $30.00 BECAUSE OF THIS WEED. THES SAMB THING CAN HAPPEN IN THIS NEW 
WING AREA IF WE DO NOT CaTCH THB WESD BEPORE IT HAS BSTABLISHBD ITSELP. 


STUDY PICTURES OF THE WBED if you do not elresdy know what it looks like. 

T IS Ba5Y TO KILL BINDWEBD iP tes ae IT_IN YOUR Hats RARLY. 
Sra bes je bindweed thet fe @ year or so 

° then it may teke years to acatrey the. pest. 

THE NOW IN LBA COURTY which hes 

os a2 Ce: start A SE nd or rancher. K@aF YOUN BYE OPEN POR THIS 


WEED ON YOUR PLACE. 


TO KILL BINDWBED two or three things are recommended. One is the use of 
24D on the plent evertime it aakes new growth efter the previous cultiv 
tion or spraying. Mix the 24D secording to directions and poe éirectiy 
on the lesves on a hot dsy when the sun is shining. DO NOT 

CLOUDY DaY. Thies will do no good. Another resedy is the use 

Chlorete (which wey kill your lend for « yeer) end Atlecide. These sre 
recommended on smell srees which have just become infested. Also s weed 
burner asy be used on considereble spece sith pode effect 





Wetch for the — gay permanent ditches, highway ditches, in your yerd 
or even in the Its root systesm is often 25 feet deep end hese 
redius of 40 Riy vl one pleot which cen sap your lend no end. 


COTTON INSECTS NOW DOING DAMAOB IN THES COUNTRY ARB, Pleshopper, Beet Arny 
Sora, Grasshopper 
THE BOLLWORM IS THE WORST ENEMY a HAVE . CONTEND WITH. WHEN THBY BESOIN 


TO HATCH IS THB TluB TO DUST. nT fei NTIL THE WORM BURIES INTO THE 
BOLL, Refer to lest issue for" a5 Gessures. 


4 WARNING ISSUBD IP YOU HAVE TOMATOES BITHER GARDEN SIZB OR LARGER ACREAGE. 
Wow is the time for the BLISTER BUG (Blister Beetle) a pe: in a They 
een cleen @ tomato field in two deys. THE ONLY DUST OR ¥ IS DDT. Use 
of other insecticides is a waste of money. Apply either . 108 duet aizx or 
wettedle powder solution 












, Cutworm; A PSW BOLL®ORM BOOS HAVE BREN NOTICED. REMEMBER . 


oO dost AND IT WILL APPRAR IN THE NEXT ISSUE OF "YOUR BANKER SBZ* 





EXCHANGE SHEST 

POR SALB: 
6 3/4 ft. offset disc plow, $375.00: 70-3 inch tubes, $20.00 weeny - x 24ft 
— — house to be goved, $750.00; 1-lerge berry a * odges 

Heidel farm 4 miles northeast of Prairieview 
1 + Ford Tractor, — = ogee, lister, plenter, cultivator, blade, two- 
disc breaking plow. eker, 1/2 wile south of where Pleins eut- ort 
runs into state line. 
1 + two row stelk cutter - see et Lovington Implement Co. A. 8. Cox owner. 


Gonsavise Sweet Suden Seed: Doroe Gilts, sone Sostevenes. $45. to $75. 
g. her, 4 wiles east of MeDonsld, on Henners Pera 


A, Peresll, 1946, Nees #11 equipment, 0. M. Barked, Inquire ire. ” parker, 
landye wre Lovingto 
“L = P-20 Parmel] and equipment; 1 - 4 row liste er; 1-2 row cultivator; 1- 
x 30 ft. house, unfinished, reedy to move: 1-1940 Pord 2 2-dr ser i beikive 
A-1 condition, 8, 0. Turnipseed, 2 alles sentneane of Lovingto! 


1 - 1941 Pord 1/2 Top pick-up; 1-1939 Chev. seden; 2-1937 John Deere B 
tractors and equipment; 1-4 wheel treiler: inquire et benk. 


1 = 1946 VAC CASE with 2-row lister plenter snd culivetor. K. &. Chambers, 
1 wi. west of Lovington. 


1 - Mesesey-Herris 44 and 4-row equipwent, less than year old. Frank Bvefia, 
4 ai. east Prairievier. 


1-U6 Internationel power unit. run only 30 houre. $825. can be seen at 
Phillipe etetion in Tetum. Adems & Engleman, Tetua. 


Sprinkler Systex, complete, C. M. Willess, 12 mi. S. W¥. of Lovington. 
HANTED: 


Mixed Breed cows: A. B. Cos, Hudson & Cox Perms, 14 wiles N. ¥. of 
Lovington 


1 - old trector, P-20 or John Deere, C. FP. Boyer, Tetum 


CG. D, Kight or A. J. Berkshire, 7 mi. east of Lovington on Denver 
ciey “nighbey. 


#14 pump - Leo Lightfoot, 1 ai. eest, 1/2 ai. north Preirieview din 

#2 pump end industriel power unit, Cerl Denson, Hobbs. 

2 - pumps complete, H. T. Monteith, 5 ai. S. W. Lovington, 

POR DETAILED DIRBCTIONS ON BXACT LOCATION OF ABOVE PARMS INQUIRS AT BANK. 
F YOU HAVE SOMBTHING YOU WANT TO SBLL, TRADB OR BUY, LIST WITH US AT NO 


Joel 4. Burns 
Asst. Vice-President 

















Burroughs Clearing House 





Sen 
mit 


cra 
ind 
ten 
Re: 
tior 


ous 
ind 
par 
of « 


hea 
mo 
pol 
Sen 

Ho 
of t 


con 
whi 
nev 
the 
me! 
son 


pre 
Re: 
buy 
anc 


tha 
hay 
Th 
wil 
wh 
ver 


tha 
Op} 
mo 
ma 
are 


| a 


ed 
or. 
his 
on 
1g- 
nd 
he 
25, 
ng 
24 

it 


Ya 
ved 


for 
en- 
or 


oel 
ral 


y 


Na- 





use 











WASHINGTON VIEWPOINT 








Regulation W Hearing 


Absenteeism by members of the 
Senate Banking and Currency Com- 
mittee, and the fact that the Demo- 
cratic majority will be reduced to one, 
indicates that there will be at least a 
temporary delay in any liberalizing of 
Regulation W, particularly that por- 
tion dealing with automobile financing. 

The committee has received numer- 
ous complaints from the automobile 
industry, automobile dealers and com- 
panies participating in the financing 
of cars. 

It had originally scheduled public 
hearings for the latter part of last 
month (November) but changes in the 
political complexion of the House and 
Senate, with Republican gains in both 
Houses, resulted in the postponement 
of the sessions until this month. 

There is, however, sentiment in the 
committee to relax the regulations, 
which reduced the paying period on 
new cars to 15 months. Even before 
the hearings were scheduled, some 
members of the committee felt that 
some changes should be made. Senator 
A. Willis Robertson (D., Va.) was one 
of the first members of Congress to 
press for a relaxation. He wanted the 
Reserve Board to give installment 
buyers more than 15 months on bal- 
ances of debt exceeding $1,000. 

Senator J. Allen, Jr., (D., Del.) says 
that installment car buyers should 
have 18 months to liquidate their debt. 
The whole question of Regulation W 
will be thrashed out between now and 
when the 82nd session of Congress con- 
venes on January 3, 1951. 

There is every indication, however, 
that the Federal Reserve Board will 
oppose any major changes. Some 
modifications here and there may be 
made, but no important relaxations 
are in sight. 

Sd > o 


Further Housing Cuts? 


l‘urther restriction in home building 
an’ non-dwelling construction is fore- 
cast under the increasingly expanding 
defense program. 

Senator Burnet R. Maybank (D., 
S. C.), chairman of the Senate Banking 
anc Currency Committee, warned the 
National Association of Real Estate of 
the projected further cutbacks. When 
the \‘ederal Reserve Board, the Hous- 
ing and Home Finance Agency and 


Dec: mber, 1950 


Ry N. P. GREGORY, 


Washington Correspondent 


other government bureaus entrusted 
with the housing program adopted 
Regulation X, it was reported at that 
time that in 1951 about 850,000 new 
dwellings would be built under defense 
restrictions. 

While Senator Maybank was warn- 
ing of new cuts, the Federal Reserve 
was preparing regulations governing 
construction of amusement and recrea- 
tional facilities, which were restricted 
by the National Production Adminis- 
tration. The Federal Reserve rules 
will cover institutional financing and 
handling of the construction loans. The 
rules now being drawn up and are 
expected to be somewhat stiffer than 
those pertaining to home building. 

Meanwhile, the Federal Reserve 
Board amended Regulation X covering 
residential real estate credit, which 
exempts from the prohibitions of the 
regulation real estate construction 
credit extended prior to May 1, 1951, 
on new construction begun prior to 
October 12, 1950, the effective date of 
the regulation. 


« ° o 


Savings Bond Problem 
Secretary of the Treasury John W. 

Snyder is now struggling with the twin 

problems of mounting redemptions of 


Series E bonds and the fact that almost 
$5,000,000,000 of the “Baby Bond” 
Series of the pre-war years are matur- 
ing between the end of this year and 
December 31, 1951. 

A special Treasury Department com- 
mittee is studying the problem and 
about 25 to 50 proposals have been 
offered as to how to deal with the two 
problems. 

Mr. Synder’s immediate answer is 
the launching of a new drive with the 
slogan, ‘‘Now let’s all buy bonds,” 
with the American flag as the symbol. 
The savings bonds division is giving 
increased attention to the payroll sav- 
ings plan. 

Leading industrialists have been 
drafted to work with the Treasury to 
spur sales of Series E bonds as a sav- 
ings medium, and also to encourage 
investors to hold on to their bonds 
rather than cash them for the purchase 
of consumer goods. 

The Federal Reserve Board’s newer 
and stiffer consumer credit controls 
are expected to be some deterrent to 
redemptions. 

Since last May redemptions have 
exceeded sales. The May figure was a 
modest $5,761,000 over sales, but the 
amount has been increasing. For 
example, redemptions exceeded sales 
as follows in the ensuing months. 











Your representative 


MERICAN SECURITY offers 
correspondents the services of a 
leading institution — your assur- 
ance of maximum efficiency and 
dependability. 





in the Nation's 


Capital... 





Auman Sccutity & TRUST COMPANY 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE SYSTEM 


WASHINGTON,D.C. 
DANIEL W. BELL, President 
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June, $36,524,000; July, $50,300,- 
000; August, $123,858,000; September, 
$104,094,000. 

Treasury officials say that redemp- 
tions have not been primarily in the 
$25 and $50 categories. The heaviest 
selling has been in the $500 and $1,000 
bonds. 

Despite this recent trend, the Treas- 
ury is able to report that total sales of 
Series E, F, and G bonds in the first 
nine months of 1950 exceeded redemp- 
tions by $586,000,000. However, when 
maturities in the Series A-D and A-G 
bonds are added to redemptions, the 
Treasury had to pay out $260,727,000. 


One of the suggestions offered is 
that the Treasury extend the date of 
the maturity of the pre-war “Baby 
Bonds”’ for an unspecified period and 
then add a slightly higher interest to 
the owners as an inducement for them 
to retain their investment. 

A Treasury official pointed out that 
that could not be done without the 
consent of Congress. If Mr. Snyder 
decides to extend the maturity, he 
must make the decision some time this 
month and ask Congress to give him 
authority to do so. 

The fact that less interest is being 
shown in savings bonds as a source of 
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investment is also reflected in data 
released by the Securities and Ex- 
change Commission showing that the¢ 
rising interest in the stock market has 
attracted more people into common 
stocks. 

The SEC reports that during the 
second quarter of 1950 individuals’ ne! 
purchases of securities amounted to 
$1,100,000,000, somewhat less than in 
the first quarter. United States sav- 
ings bonds accounted for only $100,- 
000,000, compared with $400,000,000 
in the preceding quarter. 

However, individuals’ net purchases 
of corporate securities amounted to a 
record $800,000,000, including $700,- 
000,000 in bonds and $100,000,000 in 
stocks, as compared with $300,000,000 
in the first quarter. 


o o 


RFC Raises Rates 


In an effort to put the multi-billion 
dollar Reconstruction Finance Corpo- 
ration on a paying basis, directors of 
the government lending agency raised 
interest rates on loans from 4 to 5 per 
cent and adopted a five-point program 
to keep the organization on a solvent 
basis. 

Transfer of the profitable Federal 
National Mortgage Association to the 
Housing and Home Finance Agency, 
together with a decreased volume of 
large loans outstanding, had reduced 
RFC earnings to the point where it 
was about to operate in the red. 

W. E. Harber, chairman of the 
corporation, said that the new policy 
was not deflationary, but was adopted 
to put the huge organization on a self- 
sustaining basis. 

At the same time, Mr. Harber denied 
that President Truman and his advisers 
were opposed to the rise in interest 
rates. He said the new RFC policy 
was in line with what the White House 
thought would be a sound step. 

In addition to an increase in interest 
rates, the RFC board of directors 
trimmed personnel in order to cut 
costs. Between August and the pres- 
ent, the corporation’s payroll was cul 
from 4,482 persons to 3,587, Mr. 
Harber said, adding that most of the 
reduction represented elimination of 
duplicate services and would not affect 
the corporation’s ability to service 
loans. 

Other steps taken by the RFC under 
its new policy are: 

1. The amount RFC charges for 
guaranteeing part of a private bank 
loan has been increased. In the future 
the RFC will take all interest in excess 
of 3 per cent on that part of the loan 
it guarantees, 

2. Fees will be charged for the first 
time on applications for loans. They 
will range from $10 on any loan up (0 
$10,000 to a maximum of $2,500. Fees 
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He was small and slim, this harmless-looking little 
man. But viper quick and deadly — as the two 
clerks were soon to learn when they admitted him 
to the safety deposit box he had rented under a 
fictitious name some months before. 

Pausing only to make sure there were no others 
in the bank, he whirled — the cold glint of blued 
steel in each hand. One clerk lunged for a 
revolver. Without hesitation, the robber fired, 
dropping first one man and then the other, Calmly 
he stood over them, pumping bullets into their 
prostrate bodies. 

At that moment, an armed Erie R. R. watchman 
entered the bank. Sizing up the situation, he 
drew his gun. The robber swung and_ fired, 
wounding the watchman in the thigh — then 
leapt from the bank’s rear window and escaped. 

It was over four years before this ruthless killer 
was finally brought to justice. ‘Then, sentenced to 
Joliet prison, he ended his own life by poison. 

Thus Henry J. “Midget” Fernekes wrote finis to 
his murderous career. But behind he left a bloody 
trail that his death could not erase — 3 murdered 





December, 1950 





. \ 





River, New York, December 29, 1921 


—1 seriously injured —and a financial toll of 
$122,000 to the 5 banks he robbed. 
.¢ 


In the long run, the bank robber almost inevitably 
loses to the forces of law. But the damage is done before 
he is caught. Even today’s highly perfected preventive 
and protective methods do not eliminate this threat. 

Only a well organized insurance program can provide 
truly sure financial security not only against armed robbery 
but also against embezzlement, liability, fire and other 
hazards. In the field of planned protection, the ALtna 
has pioneered with the Attna Plan of Risk and Insurance 
Analysis. With this modern system, your A&tna repre- 
sentative 1s eminently equipped to design and maintain 
an insurance program accurately tailored to your bank’s 
particular needs. Call him. He will be glad to explain 
how this tested method has helped many banks improve 
their protection substantially. 


AETNA CaAsuALTY AND SureETY Company 


The tna Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY 
Etna Life Insurance Company 
Etna Casualty and Surety Company 


Hartford 15 Connecticut 


FIRE AND MARINE 


Holdup of First National Bank of Peer!’ 


Automobile Insurance Company 
Standard Fire Insurance Company 








on loans for more than $10,000 will be 
computed at one-eighth of one per 
cent of the total amount of the loan, 
up to the $2,500 limit. 

3. Fees also will be charged for the 
first time on portions of a loan undis- 
bursed four months after the loan is 
authorized. The commitment fees 
will be one-quarter of one per cent on 
parts of a loan not drawn by the bor- 
rower at the end of four months and 
one-eighth of one per cent at the end 
of each six months period thereafter. 

4. Administrative expenses of the 
business loan department will be re- 
duced by $5,000,000 a year through 





reduction of staffs in Washington and 
in the field. 


° * o 


The Tax Outlook 


A battle over the $4,000,000,000 
excess profits tax is now shaping in a 
manner which is bound to have impor- 
tant repercussions both domestically 
and internationally. President Tru- 
man believes that the cost of the 
Korean war and the defense program 
should be financed as much as possible 
out of current revenue, rather than 
borrowing. 

Republican leaders agree that pay- 
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Suns your first contact with your cus- 
tomer is at the check counter, show that 
you appreciate him by furnishing Kerr 
Pens and Perpetual Calendars for better 


customer service. 


Mest banks have standardized on Kerr 
Pens because of their dependable service 
and practical features. 
experience that no other writing instru- 
ment is capable of withstanding the hard 
usage that Kerr Pens are subjected to by 


bank customers and personnel. 


Other Designs in Bronze, Chrome or Aluminum; Single or Double Face 
Please Write for Illustrations and Prices 


W. K. KERR PEN COMPANY, Tulsa 10, Oklahoma 
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as-you-go should be the aim, but th» 
methods of attaining this are another 
matter. 

Even before Secretary of the Treas 
ury John W. Snyder testified before 
the House Ways and Means Commit- 
tee for an excess profits tax, Republi- 
cans had expressed opposition to such 
a levy. 

Mr. Snyder then suggested an alter. 
native, a 12 per cent hike to 57 pe: 
cent in the straight corporate tax, bul 
argued that this would not be as 
“equitable” a method as taxing those 
concerns heavily benefiting from the 
war. 

The Secretary made it clear that the 
$4,000,000,000 excess profits tax is 
merely one of the first installments in 
an effort to finance defense without 
wrecking the economy, and strongly 
hinted that higher taxes are in prospect 
for individual taxpayers. 

It is doubtful if any new tax will be 
enacted at the current session. Al- 
though the House may pass a tax bill, 
there is slight chance that the Senate 
Finance Committee, or the Senate for 
that matter, will come through. 

There is stronger likelihood that the 
82nd session of Congress which con- 
venes on January 3 will tackle the 
problem, but the spadework will have 
been completed. 

Most of the witnesses who testified 
before the Ways and Means Commit- 
tee asked for relief from certain provi- 
sions of the proposed legislation based 
on the experience of the World War II 
excess profits law. 

Of interest to financial institutions 
was the memorandum filed with the 
committee by the Association of Casu- 
alty and Surety Companies. The man- 
agements of these companies fully 
recognized the need of new taxation, 
but asked that the committee give 
attention to “‘unique factors peculiar 
to the operation of the insurance 
business.” 

The Association suggested that in 
order “‘to avoid gross distortion and 
resulting inequity in any excess profits 
law applicable to the business of casu- 
alty and surety companies,” considera- 
tion should be given to the following: 

1. Unearned premium reserves and 
loss reserves should be treated as 
equity invested capital. 

2. Investments in corporate stocks 
constitute capital employed in the busi- 
ness, and therefore should not be sub- 
ject to any percentage reduction ad- 
justments as “inadmissibles.”’ 


° « o 


Flight from the Dollar ? 


The Marshall Plan and last year’s 
devaluation of the pound sterling and 
other important currencies has had a 
profound effect on international mone- 
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tary policy, particularly that of the 
United States. 

Just prior to the outbreak of the 
Second World War, most of the impor- 
tant countries, were shipping huge 
quantities of gold to the United States 
in order to settle unfavorable balances 
of trade and to protect their gold 
resources against capture by a hostile 
nation. 

This inward flow of so-called “‘refu- 
gee”’ capital continued right up to 1947 
when the Marshall Plan was approved 
by Congress. Now two years after its 
ineeption the scramble for dollars is 
about at an end and some believe 


there is a flight from the dollar. 

Only recently the British Treasury 
announced that gold and dollar re- 
sources of the nations which use the 
pound sterling as their currency stand- 
ard increased their holdings of gold 
and dollar resources by $334,000,000 
to a post-war record high of $2,756,- 
000,000. 

At the same time, gold holdings at 
Fort Knox, Kentucky, have shrunk by 
$1,100,000,000, but monetary authori- 
ties at the Treasury Department and 
the International Monetary Fund are 
not concerned about the reversal of 
the trend. The United States has 
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about $23,500,000,000 in gold, or close 
to 70 per cent of the world’s monetary 
stocks outside of Russia. 

The outflow of gold has been a bless- 
ing for those countries which need the 
yellow metal to back up their currency, 

The first concrete example of the 
outflow of gold and the lessening of 
the dollar scramble was the Canadian 
Government’s announcement that the 
Dominion dollar would no longer be 
pegged. The free market has already 
resulted in an improvement of the 
Dominion dollar vis-a-vis the American 
dollar. 

The British Treasury may also 
attempt to revalue the pound sterling 
upwards, but not until some agreement 
is reached with the United States 
Treasury regarding the $3,750,000,000 
loan. The first payment on the loan 
is due next year. If the United States 
permits the British to waive the first 
payment, the pound, which was under 
pressure nine months ago, may be 
allowed to drift to a higher level. 

The hardening of foreign currencies 
in terms of the dollar and the outflow 
of gold is welcome, but monetary 
authorities here are watching the trend 
carefully. So far, the dollar is backed 
by about 70 per cent in gold. Under 
the law a 25 per cent backing for 
Federal Reserve notes and for the 
reserve accounts that commercial banks 
keep in the ‘‘Fed”’ against customers’ 
deposits is required. 

Recently the Department of Com- 
merce highlighted the effect of the 
Marshall Plan on the monetary posi- 
tion of the 18 participating countries. 
The Department reported that Ameri- 
can aid, private remittances, and pri- 
vate loans and investments to these 
countries added $640,000,000 to their 
gold and dollar resources in the second 
quarter of 1950. 

Total aid from all sources was 
$1,400,000,000 in the’ three-month 
period ended September 30, but the 
countries reported a deficit of $730,- 
000,000 in trade with the United States. 

The difference, or $640,000,000, 
represented the improvement in their 
financial position. Of this sum, the 
sterling area accounted for about 
$280,000,000, the continental countries 
for about $230,000,000, Japan _ for 
$60,000,000, and Canada for $40,000,- 
000. 

Since devaluation in September, 
1949, foreign countries as a. whole 
bought gold from the United States 
and increased their dollar resources to 
the extent of about $1,550,000,000. 
thus compensating for their gold and 
dollar losses during 1948 and 1949. 

The Department of Commerce is of 
the opinion that the present rate of 
advance would have to be continued 
for another two years to bring foreign 
gold and dollar assets to their levei at 
the end of the Second World War. 
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THE PERSONALITY SPOTLIGHT 











Henry C. Alexander, new 48-year- 
old president of the Wall Street bank- 
ing house of J. P. Morgan & Co., Inc., 
knew Mr. Morgan well for a decade 





HENRY C. ALEXANDER 


Heads the House of Morgan 


before he died in 1943.and apparently 
is something of a disciple of that 
famous financier. 

His aim, he says, will be to operate 
the bank in the noted Morgan tradi- 
tion, which doesn’t mean moving ina 
rut. The House of Morgan, as ever, 
that is, will be out aggressively look- 
ing for business both in the domestic 
area and abroad. 

J. P. Morgan & Co., Inc., is not the 
largest of banks and if its influence 
spreads farther than mere size would 
seem to warrant it is probably be- 
cause of the character of the men 
who lead it. 

The bank specializes in custom- 
built credit. Its officers feel they 
can serve their clients best by help- 
ing them to untangle knotty financial 
problems. They insist that extension 
of credit on a mass basis, to which 
some other Wall Street banks are 
turning, is not for them. 

Two old-time Morgan men will 
continue to serve in top positions on 
the bank’s executive staff. George 
Whitney, president since 1940, is 
now chairman of the board. Russell 
C. Leffingwell who has stepped 
down as chairman is now director and 
vice-chairman of the board and mem- 
ber of the executive committee. 


Vir. Alexander’s association with - 


thc bank goes back to the time when 
he served as legal counsel for it in 
the Nye munitions and Wheeler 


December, 1950 


railroad investigations in the middle 
thirties. 

Becoming a partner of Mr. Morgan 
in 1939, he was made director and 
vice-president when the bank incor- 
porated a year later. It was during 
this period when Mr. Alexander used 
to go duck hunting with Mr. Morgan 
in Chesapeake Bay and quail hunt- 
ing in North Carolina. 

In 1948, he was named executive 
vice-president, a post which has now 
been abolished. 

Mr. Alexander holds directorships 
in General Motors Corporation, 
Johns-Manville Corporation, Ameri- 
can Viscose Corporation and Stand- 
ard Brands, Inc. 

During the last war, he was chair- 
man of the executive committee of 
the New York War Fund and active 
in work for the War Department as 
vice-chairman of the U. S. Strategic 
Bombing Survey whose mission was 
to aid in planning and appraising the 
results of air war against the enemy 
in both Europe and the Pacific. 


Several important promotions 
have followed in the wake of the 
unexpected death in October of 
Walter Kasten, for 26 years president 
of the First Wisconsin National Bank 
in Milwaukee. 

William G. Brumder, 
vice-president, has been named chair- 
man of the board and William 
Taylor, executive vice-president, has 
ascended to the presidency. Two 
vice-presidents, Joseph W. Simp- 
son, Jr., and John S. Owen, have 
been elevated to first vice-presidents. 


senior | 


Vice-president George F. Kasten, 
son of the late president, fills the 
vacancy on the board of directors 
caused by his father’s death. 

Mr. Brumder is a member of a 
family that has long been associated 
with Milwaukee banking. His father 
and both of his grandfathers were 
presidents of local banks. He joined 
the First Wisconsin National in 1929. 

A rise from bank messenger to the 
presidency of a half billion dollar 
institution is the story behind the 
election of William Taylor. He 
worked his way through high school 
in Des Moines by carrying two news- 
paper routes, and was a grocery store 
clerk on Saturdays. Joining the Des 
Moines National Bank in 1910 as a 
bank messenger he studied banking 
and commercial law in his spare time, 
and soon was receiving steady pro- 
motions. From 1924-1934 he was 
engaged in bank examination work, 
serving as chief national bank exam- 
iner for the Seventh Federal Reserve 
District. during the depression era. 
He has served as executive vice- 
president of the First Wisconsin ever 
since joining the bank in 1934. ‘‘Bill’’ 
Taylor is the quiet and modest type 
of fellow who accomplishes a heavy 
load of work without fanfare or 
trumpeting. 


e 


Howard C. Peterson is_ the 
youngest head of a large mid-city 
Philadelphia bank, as the result of 
his election as president of the 
Fidelity-Philadelphia Trust Com- 
pany. He succeeds Stanley W. 
Cousley, now chairman of the board. 


Top team at First Wisconsin National Bank, Milwaukee 


WILLIAM TAYLOR 


WILLIAM G. BRUMDER 
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STANLEY W. COUSLEY 





HOWARD C. PETERSON 


Philadelphia bank names new 40-year-old president 


Only 40 years of age, Mr. Peterson 
has become the chief executive officer 
of the bank and is in active charge of 
the administration of its affairs. He 
has been with the bank since July, 
1947, when he resigned as Assistant 
Secretary of War to join Fidelity- 
Philadelphia Trust as executive vice- 
president. He has a legal background 
and practiced law in New York City; 
he was one of the principal drafters 
of the Burke-Wadsworth Bill which 
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became the Selective Service Act of 
1940. For his wartime services, Mr. 
Peterson has received the govern- 
ment’s highest civilian award, the 
Medal of Merit, along with the Ex- 
ceptional Civilian Service Award and 
the Selective Service Award. 

Now 63, Mr. Cousley started with 
the bank as a messenger at the age 
of 15, and has worked in all depart- 
ments. He studied law in his spare 


time and was admitted to the Penn- 








. Do you realize that this represents 
nearly half a century of uninterrupted 
transit service between our respective 
The service of the Corn 
Exchange National Bank and Trust Com- 
pany is always unexcelled . . 


SEPO SIT 


Established 1858 GY PHILADELPHIA 


INSURANCE 


sylvania Bar. He has been in charge 
of both the real estate and trust de- 
partments, was named vice-presi- 
dent in 1929, senior vice-president in 
1945, and president in 1947. 


o 


Responsibility for the direction of 
the affairs of the First National Bank 
of Cincinnati, one of Ohio’s largest 
banking institutions and Cincinnati's 
oldest, has been placed upon the 
shoulders of two of its officers. Presi- 
dent Waldo E. Pierson has been 
advanced to chairman of the board, 
and Reuben B. Hays, formerly 
executive vice-president, is now presi- 
dent. 

The action followed the resignation 
of Harry S. Leyman as chairman of 
the board. Mr. Leyman will con- 
tinue as a director. He had been a 
member of the board since 1920 and 
had served as chairman since 1934. 

Mr. Pierson first became associated 
with the First National Bank when 
he was elected to the board of direc- 
tors in 1932. He joined the bank’s 
staff of officers in 1934 as vice-presi- 
dent and became executive vice- 
president in 1938. Six years later he 
was elected president to succeed 
Thomas J. Davis. Mr. Pierson is a 
member of the Executive Council of 
the American Bankers Association 


TA Half- century of “‘Unexcelled”’ 
Correspondent Banking Service 


Keeping a correspondent banking association for 
almost fifty years indicates service somewhat out 
of the ordinary. 

The Denver National Bank, recalling their first 
transaction with us in 1901, terms our complete, 
modern facilities for handling transit service as 
“unexcelled.” 

If such an association of continued satisfaction 
interests you, we’d be more than happy to discuss 
the ways our service can help solve your partic- 
ular problems. 
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Instantly ACCEPTED. ee 


in 185,000* Service Stations (for example) 


satepane se seens mate 












Mr. Leonard H. Schoeler, owner of 
Schoeler’s Esso Service Centre in 
Rochelle Park, N. J., says: “Of course 
we accept American Express Travel- 
ers Cheques. Many of our customers 
carry them, and we know they are as 
good as cash.” 














Your customers are constantly counting on 
you, as a banker, for the best possible service. 
When you sell them American Express Travelers 
Cheques, you are selling them the most accept- 
able cheques with the best service in the world. 


American Express originated the Travelers 
Cheque in 1891. Through years of vigorous 
promotion and national advertising, these 
cheques have become the best known and by 


far the most widely accepted in the world. 


Instantly Recognized 
in a Million Places 
As a result, at a million places—service stations, 


restaurants, hotels; railroad, bus and air termi- 
nals; shops and stores in the United States and 





all over the world—American Express Travelers 
Cheques are instantly recognized and accepted. 
It’s indeed a small, new or out-of-the-way place 
that has never heard of them. 


They Command 
a World of Service 


In case of loss or theft, your customers can 
count on assistance at any of the 174 American 
Express offices in the United States and abroad 
or the cooperation of thousands of American 
Express agents everywhere. In time of need, a 
quick refund or financial help is given with the 
same degree of courtesy, the same spirit of 
friendliness your customers find at your bank. 


* Total Service Stations in the United States—188,305. Source: U. S. Department of Commerce, Census of Business, 1948 


AMERICAN EXPRESS TRAVELERS CHEQUES 


THE MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 


December, 1950 
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and chairman of the Ohio Committee 
on Federal Legislation. He is a mem- 
ber of the Reserve City Bankers 
Association. Active in organizing 
the Bankers Club of Cincinnati, he 
served as its first president. Aside 
from his banking interests, Mr. Pier- 
son’s hobbies are his family and his 
100-acre country place. 
nothing better than 
tractor about the farm. 

Mr. Hays is the seventh president 
of the First National since its found- 
ing early in 1863. He joined the 
staff of the bank as executive vice- 
president in 1945, and served in that 
capacity until his election to the 
presidency. During World War II 
Mr. Hays was first vice-president of 
the Federal Reserve Bank of Cleve- 
land, and earlier was special assistant 
to the board of directors of the Re- 
construction Finance Corporation in 
Washington, D. C. Mr. Hays is a 
close and consistent student of eco- 
nomics, and much of his leisure time 
is devoted to that field. 


driving his 
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The Mercantile National Bank at 
Dallas announces the election of 
A. O. (Nick) Nicholson to the post 
of vice-president. Mr. Nicholson 
comes to the Mercantile from the 
Federal Deposit Insurance Corpora- 


He likes ' 


REUBEN B. HAYS 





WALDO E. PIERSON 


First National Bank of Cincinnati has its seventh president 


tion where he was a senior bank 
examiner. In his 21 years as a bank 
examiner, Mr. Nicholson has been 
with both the Texas State Banking 
Department and the FDIC. 


e 


Allin B. Crouch is now vice- 
president and comptroller of the 
Irving Trust Company, New York. 
Formerly assistant comptroller of 
the General Electric Company, 





Sica can be cold and indiffer- 
ent... or they can be warm and 
friendly. 


Bankette’s attractive Cristalglo 


directional signs are making 
friends and building goodwill 
for banks in all parts of the coun- 


try. These modern edge-illumi- 


nated signs are made of glass. Up- 


keep is low, because glass is less 


THAT BUILD 


liable to scratch, will not warp 


or change color, and retains its 


GOODWILL 


brilliancy indefinitely. 
Why not write for our booklet: 


“Light the Way 
to Efficient Operations’? 


THE BANKETTE COMPANY 


INCORPORATED 


127 Federal Street 


Boston 








Schenectady, New York, Mr. Crouch 
assumed his new post November 15. 


° 


Effective January 1, 1951, Her- 
bert L. Horton, president and chief 
executive officer of the Iowa-Des 
Moines National Bank for the past 
16 years, will fill the newly-created 
post of chairman of the board of the 
bank. Mr. Horton has been con- 
nected with the bank for over 38 
years and the change in office which 
will lighten his official duties is being 
made at his request. 

Succeeding Mr. Horton as presi- 
dent and chief executive officer will 
be Calvin W. Aurand, vice-presi- 
dent and a director of Midland Na- 
tional Bank of Minneapolis, Min- 
nesota. 

Mr. Aurand, 46, has had 25 years 
of banking experience. He began 
his banking career in the credit 
department of Midland National 
Bank, was elected assistant cashier 
in 1933 and vice-president in 1938. 
In 1941 he left that bank to become 
vice-president and treasurer of North- 


Makes news at Des Moines 


CALVIN W. AURAND 
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Mr. Thomas J. Butler, Vice-President in 
charge of Division B, discusses a financ- 
ing program with one of the many major 
retailers who use The First in Chicago. 
This bank has been importantly identified 
with the retail and mail order trade for 
more than eighty-six years. 


DIVISION B 


Tuomas J. BuTLER Vice-President 
CuHEsTeR G. WESTON Vice-President 
Harvey J. ScHtuter Asst. Vice-Pres. 
Joun F. Bromeuist Assistant Cashier 
Marion C. EnNcuisn Assistant Cashier 
Rospert L. HEYMANN Assistant Cashier 


BUILDING WITH CHICAGO 
SINCE 1863 
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You get better results when 
you talk the same language 


SK 


Under the unique Divisional Organization of The First National Bank of Chicago, 
the officers of each division are intimately acquainted with the activities, trends, 
and problems of the industries on which they concentrate their efforts. 

Division B, for instance, specializes in the financing of men and women’s fashion 
apparel, textiles, jewelry, and the financial requirements of department stores and 
mail order houses. Each of nine other divisions operates in its own specialized field. 

So, no matter what business you are in—no matter whether it is large or small 
— you and the group of officers of The First National Bank with whom you dis- 
cuss your financial requirements thoroughly understand each other. 

And... you get better results when you talk the same language. 


¢ 


Epwarp E. Brown, Chairman of the Board 


James B. Forean, Vice-Chairman Homer J. Livineston, President 
Harotp V. AMBERG, Vice-President Hueco A. AnpERSON, Vice-President 
Water M. Heymann, Vice-President HERBERT P. Snyper, Vice-President 


The First National Bank of Chicago 





DEARBORN, MONROE AND CLARK STREETS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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west Bancorporation. Returning to 
Midland National Bank in 1945, he 
was named vice-president and direc- 
tor. 

lowa-Des Moines National Bank 
is lowa’s largest bank and is affiliated 
with the Northwest Bancorporation. 


a 


John Reilley, formerly assistant 
vice-president of The Pennsylvania 
Company for Banking and Trusts, 
Philadelphia, has been named vice- 
president in charge of the Time Sales 
Division of the bank. He succeeds 
the late John W. Hyland. 


Other promotions in the Time 
Sales Division of The Pennsylvania 
Company are Joseph A. Cronin, to 
assistant vice-president, and Ches- 
ter L. Cobb to assistant secretary. 


¢ 


K. J. Sullivan is the new president 
of the Continental National Bank 
and Trust Company of Salt Lake 
City. He succeeds Walter E. Cos- 
griff, who has accepted a recess 
appointment as a director of the 
Reconstruction Finance Corporation 
pending confirmation by Congress. 

Mr. Sullivan began his career with 








“Y and E” Style-Master Associate desk in Neutra-tone gray is illustrated. 





“This man is going places...” 


“Jim Burnett had spoken to me several times about 
the service he and his company could give me. 
I dropped in on him today to see what sort of an 
operation he had. I was impressed. It is not a large 
company, but the offices radiate quiet efficiency. 

They are nice looking offices too. I couldn't help but think ‘this 

man is going places’.” 

Jim Burnett's offices are helping him to go places. They are help- 
ing because they say to prospects, “This company is successful— 
they will handle your business well.” 

Your office can help you to greater success—if you plan it with 
care. ‘Y and E” office equipment is designed and made to fit an of- 
fice that expresses success. It is efficient to use, pleasant to look at. 


There is a ‘Y and E” representative in your community. 
. . » Call him for help in planning an effective office. 








Also Makers of Quality Filing Systems and Supplies 


YAWMAN 4»? FRBE MFG.(O. 


1044 JAY STREET + ROCHESTER 3, N. Y., U. S A. 
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Write for brochure No. 4002 
which pictures “Y & E’’ 
steel office furniture. 

















K. J. SULLIVAN WALTER E. COSGRIFF 


Change at Salt Lake City 


the bank as a messenger 20 years ago. 
Promotions moved him first to assist- 
ant cashier, then assistant vice- 
president, and he was a vice-presi- 
dent before being named to head the 
bank as president. 


o 


There has been a four-way change 
in the executive management of The 
First National Bank of Lincoln 
(Nebraska). 

George W. Holmes, president 
since 1927, is now chairman of the 
board. He succeeds P. R. Easter- 
day, now chair- 
man of the in- 
vestment com- 
mittee. How- 
ard Freeman, 
formerly execu- 
tive vice-presi- 
dent, has been 
named chair- 
man of the ex- 
ecutive commit- 
tee. Burnham 
Yates, hereto- 
fore vice-presi- 
dent, succeeds 
Mr. Holmes as president. 

Mr. Holmes has spent his business 
life in the financial field. Aside from 
his First National activities, he is 
chairman of the board of The First 
Trust Company of Lincoln. 

Mr. Yates joined the First Na- 
tional in 1945, after having been 
associated with The First Boston 
Corporation and Weeden and Com- 
pany in the investment banking busi- 
ness for a number of years. He is a 
grandson of S. H. Burnham, who 
served as the chief executive officer 
of the First National for more than 
40 years. 


B. YATES 


¢ 


The newest bank in Houston, 
Texas, the Security State Bank of 
Houston, opened for business Octo- 
ber 30 in the rapidly expanding East 
End district, with a paid-in capital 
structure of $300,000. 

President of the bank is Guy H. 
Heath, who will continue to serve as 
a vice-president of the City National 
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A Personalized service 





to fit your bank’s 


special requirements 


Fe more than sixty years Ihe Northern ‘Trust Company has been known as 

a bank that does business on a personalized basis. Each transaction is a separate 
responsibility—handled carefully and to the fullest extent of our complete, modern 
facilities. “This is the only basis on which we invite your business; it is the only 
principle we apply in handling the business you direct to us. 

We feel we will be able to suggest important benefits to your bank through a 
connection with The Northern Trust Company. We would welcome the oppor- 
tunity to discuss them with you. 

Personal and Commercial Banking, including Foreign Banking * Trust Services for 
Individuals and Corporations * United States Government, State and Municipal 
Bonds * A Broad Range of Operational Facilities 


THE NORTHERN TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90 
Member Federal Deposit Insurance Corporation 


NEW YORK REPRESENTATIVE—15 BROAD STREET, NEW YORK 5 
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Completes 300 TV sets = 
meets daily quota (at a cost of 
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Delicate coils were needed by Midwest manufacturer to complete 300 TV sets 
...and Massachusetts supplier was 920 miles distant! Air Express assured delivery 
by 8 o’clock next morning, so manufacturer ordered 500 men to report for work. 
Shipment arrived 7:20 a.mM.—production rolled! Shipping cost for 17-lb. carton 
only $4.70! Manufacturer uses Air Express regularly to keep business in high gear. 


eT 7 









Birscaaieiis 


$4.70—and special pick-up and deliv- Air Express goes on all flights of Sched- 
ery included! Low Air Express rates  uled Airlines. Shipments keep moving 
cover door-to-door service. More con- around the clock—speeds up to 5 miles 
venient—easy to use. Just phone for a minute. Experienced handling. Phone 
pick-up! (Many low commodity rates ‘Air Express Division, Railway Express 
in effect. Investigate.) Agency, for fast action. 


Air Express gives you all these advantages: 


World’s fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22,000 off-airline points. 
Experienced Air Express has handled over 25 million shipments. 


Rates include pick-up and delivery door 
to door in all principal towns and cities 


GETS THERE FIRST 





A service of 
Railway Express Agency and the 


sea 





















GUY H. HEATH S. H. ALEXANDER 


Head new Houston bank 


Bank in Houston. The chief execu- 
tive officer at Security State is Sam 
H. Alexander, vice-president, who 
previously was with the First Na- 
tional Bank at Monahans, Texas, in 
a similar capacity. Cashier is 
Charles S. Conrad, Jr., formerly 
with the Harrisburg (Texas) National 
Bank. 


Sf 


One of Ohio’s best-known country 
bankers, Ralph P. Dixon, has been 
advanced to the 
presidency of The 
Citizens Bank of 
St. Bernard. He 
was president of 
the Ohio Bankers 
Association in 
1948-1949, and is 
now a member of 
the Executive 
Council of the 
American Bankers Association. For- 
merly executive vice-president at 
Citizens Bank, Mr. Dixon succeeds 
the late Frank W. Imwalle who 
served as president for 12 years. 





R. P. DIXON 


* 


Neil N. Muzzy, Union Trust 
Company, St. Petersburg, Florida, 
has been elected 
vice-president of 
that bank. In ad- 
dition, Mr. Muzzy 
will retain the title 
of comptroller 
which he has held 
since joining 
Union Trust in 
1948. Prior to his 
present affili- 
ation, Mr. Muzzy 
was for 15 years a 
senior bank examiner for the Federal 
Reserve Bank of New York. 


o 


Edwin B. Thorpe has been ad- 
vanced to vice-president of the 
Union Trust Company of Spring: 
field, Massachusetts. He has beet 
an assistant vice-president since he 
joined the bank to take charge of the 
installment loan department. He 
was formerly associated with Manu- 








N. N. MUZZY 


Burroughs Clearing House 
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facturers Trust Company, New York 
City, as assistant vice-president. 


¢ 


Harold H. Juergens has been 
elected a vice-president of the Cen- 
tral National 
Bank of Cleveland 
and made manager 
of the real estate 
mortgage loan de- 
partment. He is 
successor to the 
late William E. 
Roe in this capac- 
ity, after having 
served as his as- 
sistant since 1943. Previously he 
had been in audit and comptroller 
work for the bank, and in 1936 was 
president of the Cleveland Confer- 
ence of Bank Auditors and Comp- 
trollers. 

Other Central National promotions 
have elevated Thomas W. Harris 
to the rank of assistant comptroller, 
and Alvin G. Randt to assistant 
cashier in the time credit department. 














H. H. JUERGENS 
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Alan Tyler, vice-president, Upper 
Avenue National Bank, Chicago, has 
a new invention that literally ‘‘rings 
the bell.’ 

The bell in this case happens to be 
a doorbell for dogs, a device which 
Mr. Tyler calls a ‘‘dog announcer.” 





MR. TYLER and ‘‘FIDO” 


Banker turns inventor 


It includes a panel which is mounted 
on the outside of door. A rod, at- 
tached to the panel, runs through a 
small drilled hole in the door and 
tings a bell on the inside as the panel 
is pushed. When Fido wants to 
come in he merely paws the panel 
and brings someone to the door. 
Here Mr. Tyler is shown demon- 
Strating his invention with a toy pup. 
He explains that more than a year of 
experience with the device has proved 
that when dogs have their own an- 
nouncer they use it, and this avoids 
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w Postage Meter 





Great... 


for a guy 
with ten thumbs! 


e Of all the mean little piddling jobs...do you know 
any worse than separating little postage stamps, 
licking and sticking them on? 

* The postage meter prints postage, any amount 
needed in one stamp, for any kind of mail—including 
registered. Prints a dated postmark, with a small 
advertisement (optional), seals the envelope flap at 
the same time. 





® The meter is set by the postoffice for as much 
postage as you want to buy... protects your 
postage from loss or misuse. Visible registers show 
postage on hand, and postage used. 

* There’s a postage meter for every bank and 
business, large and small. Ask your nearest PB 
office to show you the model you need... or 

send coupon for free illustrated booklet. 


PITNEY-BOWES 


al 





World’s leading makers of 
mailing machines . . . offices in 
93 cities in the U. S.and Canada 


PITNEY-BowEs INC. 
3163 Pacific Street, 
Stamford, Conn. 


Send illustrated booklet to: 


Name __ 





Firm __ 





Address 
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FACTS & FIGURES 


If there’s anything you want 
to know about Arizona, we shall 
be glad to help you. Our research 
department has— or will get —the 
information. Your request will be 
given prompt, personal attention. 


SERVING *44 ARIZONA 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

















RICHARD K. MELLON 





ARTHUR E. BRAUN 














JOHN S. SMITH 


Announce important merger of Pittsburgh banks 


unsightly scratches on the front door. 
He has a patent pending on the idea. 


* 


Following shareholder approval, 
the Farmers Deposit National Bank 
of Pittsburgh is slated to become a 
part of the Mellon National Bank 
and Trust Company early in Decem- 
ber. Based on June 30 figures, the 
additional deposits will move the 
Mellon institution from 14th to 9th 
largest among the nation’s banks. 

Announcement of the merger was 
made by Richard K. Mellon, chair- 
man of the Mellon National, Arthur 
E. Braun, chairman, and John S. 








BANK OF NEW SOUTH WALES Re BANK OF NEW SOUTH WALES 


DBANK OF NEW SOUTH WALES BANK OF NEW SOUTH WALES 


e 
KNOW HOW 


Business men and bankers who have visited 
Australia and New Zealand will tell you that the best 
medium for facilitating trade between the U.S.A. and these 
countries is the Bank of New South Wales, largest 
commercial bank there. 

You are invited to use our specialist services 


through your bank. 


BANK OF NEW SOUTH WALES 


British & Foreign Department, Sydney, Austraiia. 


ANK OF NEW SOUTH WALES BANK OF NEW SOUTH WALE 
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Smith, president, of the Farmers 
Deposit National. Mr. Braun will 
become chairman of the advisory 
committee which will meet with Mel- 
lon directors, and Mr. Smith will 
become a Mellon vice-president with 
supervision over the two Farmers 
Deposit offices which are to become 
the Farmers Bank Office and the Pitt 
Office of the Mellon National. 


o 


Leslie A. Wood has been elected 
vice-president of the Valley National 
Bank of Phoenix, 
Arizona. Mr. 
Wood formerly 
was vice-president 
of the Harris 
Trust & Savings 
Bank, Chicago. 
He resigned this 
post on October 15 
to accept his new 
position in the 
loaning division of 
the home office of the Valley National 
Bank. 





L. A. WOOD 


o 


The Omaha National Bank of 
Omaha, Nebraska, recently an- 
nounced the election of F. W. Hoff- 
man, as a director, and Bruce H. 
Thomas, as a vice-president. 


e 


An unusual official title tripped the 
Burroughs Clearing House editors in 
November, when 
they announced 
that Jack F. 
Glenn had _ been 
elected assistant 
vice-president and 
a director of the 
Citizens & South- 
ern National 
Bank, Atlanta, 
Georgia. Instead, 
Mr. Glenn has 
been named assist- 
ant president and a director, a highly 
significant appointment in which the 
bank is considering its future as well 
as present needs. Only 39 years old, 


“ASSISTANT 
PRESIDENT” 


Burroughs Clearing House 
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Local industries are calling upon their banks for help in solving 
an ever-widening variety of financing problems. 


How to keep abreast of the needs 
of your customers 


@ Today, your customers are confronting and its complete range of correspondent 


an ever-increasing number of problems... —_ services of exceptional value today. Helping 
and many of these problems challenge you as —_ correspondent banks to build more income- 
never before. For as banks are called upon _ producing business is one of Irving Trust’s 
to counsel and serve in new and widening important jobs. 
fields, they must equip themselves to do so. No doubt you have heard the saying, 
Supplementing their own experience and = “You can always bank on Irving service.” 
facilities, many banks find Irving Trust’s We are confident that any Irving corres- 
specialized knowledge in various industries —_— pondent will te!l you that. 


IRVING TRUST COMPANY 


ONE WALLeSTREET - NEW YORK 15, N. Y. 


Wittram N. Enstrom, Chairman of the Board Ricuarp H. West, President 


Domestic Banking Division, Notan Hargican, Senior Vice President in Charge 
Capital Funds over $119,000,000 Total Resources over $1,200,000,000 


MemsBer Feperat Deposit INSURANCE CORPORATION 





MEMBER OF THE NEW COAST-TO-coast “BANK WIRE” System 
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SPEED UP 





TUBULAR 
WRAPPER 
1S PUSHED 
UP FROM 
BOTTOM 


Saves time and speeds up counting of pennies, 
nickels, dimes, quarters, and halves. Just push 
tubular wrapper up iriside of Bakelite stem, 
holding bottom closed with finger. Count 
coins into hopper. Pull wrapper from bottom 
and crimp ends. In five sizes. 


SET OF 5 SIZES 


The C. L. DOWNEY Company 


HANNIBAL, MISSOURI 














C. WHEELER H. T. SLAIGHT 











J. M. WALSH W. C. HENCHY 


Added to the extensive list of Chase vice-presidents 


Mr. Glenn comes to C. & S. from the 
well-known investment banking firm 
of Courts & Company, in which he 
was a partner. He assumes his new 
office January 1. 

Sd 


Advanced to vice-presidents at 
Bankers Trust Company, New York 
City, are Edward M. Andel, Albert 
Muller and Gordon Woodward of 
the banking department, Ralph W. 
Hemminger of the pension division, 
and A. Sidney Norton of the bond 
department. 

Named assistant vice-presidents 
are F, D. Flaherty and E. A. Man- 
ning, Jr., of the banking depart- 
ment, C. W. Farnum of the personal 





Frank J. Jones and J. D. Mulvey 
of the corporate trust department. 


o 


There are five new additions to the 
lengthy list of vice-presidents at The 
Chase National 
Bank, New York 
City. The quin- 
tet, all formerly 
second vice- 
presidents, con- 
sists of Crawford 
Wheeler, in 
charge of public 
relations, Wil- 
liam C. Henchy 
of the Worth 





J. P. MITCHELL 
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Worlds Largest Mir. of Coin Wrappers trust department, G. R. Ince, Street Branch, 
James P. Mit- 
chell of the West Coast District, 
Hamilton T. Slaight of the public 
utilities department, and Joseph M. 
Walsh of the Rockefeller Center 
branch. 
- 
Shown below are the three new 
directors of the National Association 
of Bank Auditors and Comptrollers, 
"To get customers to believe yours is gay geese convention 
a quality product or service write your Left to right they are: E. L. P 
letters about it on a Parsons Paper.” Stucker of District Five, vice-presi- 
dent, National Bank of Tulsa, Tulsa, 
Oklahoma; Lowell W. Skilliter, > han 
These fine papers are made with new auditor, Toledo Trust Company, | Wer 
cotton fibers plus the care and pride Toledo, Ohio; and Edward F. James ~ 
of craftsmen. To you this can mean im- trot Cantos Fam wa rae 
pressive letters that earn prestige for you and your firm. alm 
Parsons offers seven kinds of fine papers for documents a ‘~ 
and stationery, from 100% new cotton and <_ 
linen fibers to 25% new cotton fibers. or 
are 
MAKE THIS TEST... King Cotton, symbol of gro\ 
quality in paper, suggests: “Write for a free package by . 
of Parsons Paper. Then when you order stationery, the 
have some made on this fine paper—so you can see and the 
feel the difference with your own letterhead.” Yor 
Parsons Paper Company, Department 12F, 1. 
Holyoke, Massachusetts. mes 
has 
IT PAYS TO PICK per 
© PPC, 1950 900 
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CANADIAN BANKING 








Canadian Economic Scene 


Canadian banks are once again buy- 
ing and selling foreign currencies in a 
free market. On September 30 the 
Canadian Government announced. dis- 
continuance of the fixed rate of ex- 
change, set in mid-September 1939, a 
week after Canada entered the Second 
World War. Despite the 1l-year gap 
in operation of free currency trading, 
Canadian banks found little difficulty 
in posting staffs in main branches to 








JAMES STEWART 


Paints bright economic future 


handle the work. While main banks 
were flooded with personal and tele- 
phone calls from customers as well as 
branch banks, the operation went off 
smoothly and after a week it appeared 
almost as if there had been no 11-year 
interval of fixed exchange rates. 

Behind the decision to allow the 
Canadian dollar to find its own level 
in the international monetary market 
are factors of Canadian economic 
growth. These were well summarized 
by James Stewart, general manager of 
the Canadian Bank of Commerce, at 
the Foreign Trade Convention at New 
York. Mr. Stewart pointed that: 

1. Since 1939 Canada’s productivity 
messured by gross national product 
has increased by approximately 300 
per cent, from $5,600,000,000 to $15,- 
900,900,000 in 1949. For 1950 it is 
being estimated at $17,000,000,000. 

2. Since 1939 the index of industrial 


Decem her, 1950 


By JAMES MONTAGNES 


production as defined by the govern- 
ment’s Dominion Bureau of Statistics 
has increased from 109.3 to 203.2. 

3. Between 1940 and 1945 private 
capital investment in plant and equip- 
ment amounted to some $2,800,000,- 
000. Since 1945 another $9,000,000,- 
000 has been added to Canadian capi- 
tal investment, with much of it pro- 
vided by Canadians themselves. 

4. While Canada’s direct and guar- 
anteed funded debt rose steeply during 
the war years to a peak of $17,426,- 
000,000 in 1945, it has since been re- 
duced by government revenue sur- 
pluses of about $1,500,000,000. 

5. The bulk of Canada’s funded 
debt is held by Canadians, with the 
government’s Bank of Canada holding 
about 18 per cent, the commercial or 
chartered banks about 20 per cent and 
insurance companies about 13 per cent. 

6. Generally speaking, the Canadian 
tax structure and fiscal policies have 
been such that, coupled with a buoyant 
economy, federal tax revenues have 
remained fairly constant even though, 
prior to the Korean war, reductions 
had been effected in almost every 
category of taxation. 

“For many years,” Mr. Stewart 
said, “Canadian economy was princi- 
pally devoted to agriculture and to the 
production of primary products, such 
as base metals, pulp and products of 
the forest and the sea. The recent war 
transformed Canada from an economy 
that was predominantly pastoral to one 
of better balance; agriculture, forestry 
and mining now contribute about 20 
per cent of the national income, indus- 
try about 30 per cent. Despite this 
there are today more farmers and more 
acres under cultivation, and cash farm 
income has increased from some $750 
million in 1940 to an estimated $2,500 
million this year.” 

Mr. Stewart also dealt at length 
with Canada’s new mineral develop- 
ments and international trade. 

The freeing of the Canadian dollar 
on the international currency market 
brought an easing of the use of United 
States dollars for pleasure and business 
travel by Canadians, and the lifting of 
most import restrictions. Foreign 
exchange control regulations however 
are still in operation. 

Canadian reserves in gold and 
United States dollars stood at approxi- 
mately $1,789,600,000 at end of Sep- 
tember when the Canadian dollar was 
placed on a free market. About 
$534,000,000 in U. S. dollars had ‘come 


into Canada during the three months 
immediately preceding. 

The Bank of Canada in mid-October 
raised the rediscount rate to 2 per cent 
from 11% per cent after six and a half 
years, as another means of checking 
inflationary pressures. And for the 
same reason on November 1, the 
government instituted new consumer 
credit controls on installment purchases, 
requiring larger down payments and 
shorter terms in which to pay balances. 


e Sf e 


Oil and Banking 


A brochure on “Canada’s Oil,” 
replete with photos and statistics, has 
been issued by the Royal Bank of 
Canada. The 48-page booklet con- 
tains an insert with map of Canada’s 
oil fields in Western Canada and loca- 
tion of the Royal Bank’s branches in 
the area. Written especially for the 
oil industry, the booklet has chapters 
on leases and reservations, conserva- 
tion and proration regulations, how 
United States citizens can come to 
Canada to take part in the develop- 





Informative booklet available 


ment of the new fields, government 
regulations on minimum wages and 
holidays with pay, business operations 
in Canada, Canadian taxation, tariffs 
and customs regulations, rulings of the 
Foreign Exchange Control Board, and 
make-up of the Western Canada 
Petroleum Association. 


e Sd ¢ 


New Branches 


The Imperial Bank of Canada has 
opened a new main branch for the 
City of St. Catherines, where the bank 
opened one of its first branches 75 
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St. Catherines branch, The Imperial Bank of Canada 


New evidence of the modern face that is appearing on Canadian financial quarters 


years ago when it took over the Niagara 
District Bank that year. The new 
branch is the fourth branch of Imperial 
Bank in St. Catherines. The new 
building, at the corner of King and 
Queen Sts. is finished in limestone with 
marble base, has large windows and 
glass doors, giving ample light on all 
sides. Offices above the banking room 
in the two story structure, are rented. 





The Chartered Trust Company has 
renovated its head office banking room 
at 34 King St. West, Toronto, with an 
all-glass recessed front, to give full 
visual view of the banking room and 
light wood counters. The window 
space will be devoted to pictorial 
presentations of the company’s many 
services, including savings department, 
stock transfer department, real estate, 





The Chartered Trust Company, Toronto 















FIRST BANK 


COAST-TO-COAST 


Bank or MonvTREAL 


Wew York --64 Wall Street Chicage--27S.LaSalleStreet San Francisco - - 333 California Street 


550 Sranches r$crose Canada Resources Exceed $2 Billion 











OLD REPUBLIC CREDIT LIFE INSURANCE COMPANY 
Specialized Insurance Service 


Safeguarding Consumer Credit 


JAMES H. JARREL, President «+ 
~ REGIONAL OFFICES: Birmingham, Columbus, Denver, San Francisco, Tulsa, Washington 


Home OFFICE: Chicago, Illinois 














investment management, mortgage de- 
partment, safe deposit vaults, clearing 
house of the Toronto Stock Exchange 
and as executors, trustees and adminis- 
trators of estates. The frame of the 
visual front is of light marble as is the 
entrance lobby. Recessed fluorescent 
lighting is used in a soundproof ceiling. 
& o * 


Bank Promotions 


R. J: Redrupp has been appointed 
manager of the main branch of the 
Imperial Bank of Canada at Toronto, 
succeeding A. R. 
Martin, manager 
of the Toronto 
branch for the 
past 25 years. 
Mr. Martin 
started with the 
bank as a junior, 
retired after 51 
years service 
with the bank in 
various capaci- 
ties. Mr. Red- 
rupp has_ been 
with the bank for 30 years, starting as 
a junior. 


R. J. REDRUPP 














I. D. MACARTHUR FRANK F. HULL 


Frank F. Hull and I. D. Macarthur 
have been appointed assistant general 
managers of the Dominion Bank. 

E. R. Cameron was appointed chief 
supervisor of the Dominion Bank, 
coming to that post from that of 
superintendent of western branches at 
head office. 


Burroughs Clearing House 
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THE BOOKLET COUNTER 








These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 














Formula Plan Investing . . 
By scaling the historical fluctuation of 
the market, investment formula plans 
attempt to provide a scientific answer 
to the problem of timing purchases 
and sales. This forty-page booklet 
outlines the mechanisms of investment 
according to formula. Working with 
fixed ‘“‘defensive’” and ‘‘aggressive”’ 
ratios of investment, the investor’s 
formula program is based on the cer- 
tainty, rather than the uncertainty, 
of market fluctuation. The booklet 
gives the characteristics of defensive 
and aggressive securities, discusses the 
relation of individual securities to their 
respective market class, and _ illus- 
trates, by way of hypothetical situ- 
ations and market data, plans for in- 
come and growth, capital growth and 
estate building. 


Manpower Planning for Na- 
tional Emergency . . . The lack of 
a sizable pool of unemployed, during a 
major mobilization for national de- 
fense, means that a large-scale re- 
shuffling of the current labor force will 
be necessary. Appearing at a time 
when banks still recall the urgent labor 
problems encountered during World 
War II, this pertinent 68-page report 
attempts to find out what can be done 
and what is being done in voluntary 
manpower planning. It is designed to 
assist management in locating the most 
likely problem areas in emergency 
planning. 

To provide practical guidance in 
manpower planning, the report exam- 
Ines the problem from these angles: 
The manpower problem; placing the 
responsibility for planning; the com- 
pany’s role during national emergen- 
cles: conducting and analyzing an 
audit of current personnel; filling the 
Manpower gaps; company policies 
regarding national emergency leaves; 
and other considerations such as civil 
defe:ise and safeguarding health, safety 
and security of employees. 
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While this report was _ prepared 
primarily for Metropolitan Group 
Policyholder companies, a limited sup- 
ply is available, through the Burroughs 
Clearing House, to other business ex- 
ecutives. 


The Miracle of America... 
An excellent tool in the campaign 
conducted by The Advertising Coun- 
cil, Inc., for a better understanding of 
the American economic system, this 
well-illustrated booklet attempts to 
show: how our free American System 
grew; why it is the hope of the world; 
and how it can meet today’s challenge. 
Following a comparison of the living 
standards of the world’s leading nations 
and specific examples of American 
progress, in terms of fewer man-hours 
required to earn typical products 
(1914-1948), the booklet concludes 
with a 10-point platform for building 
an even better America. Planned for 
mass distribution to employees and 
customers, single copies of the booklet 
may be obtained for review through 
the Burroughs Clearing House. There 
is a nominal charge made for quantity 
orders. 


Making Paydirt Last ...A 
practical conservation booklet, of inter- 
est to bankers and farmers alike, who 
are concerned with the basic problems 
of saving the soil, halting depletion of 
ground water, and preventing the silt- 
ing of streams, lakes and reservoirs, in 
order to build farm productivity to a 
good business level. 

The booklet discusses and illustrates 
six proved methods of getting more 


Saving the soil 




















This booklet tells you: 


* How our free American System grew | 
% Why it is the hope of the world 
% How it can meet today’s challenge 








Living standards compared 


returns from cropland and combating 
soil erosion which may be applied 
separately or in combination, accord- 
ing to the needs of the soil and the type 
of farm involved. The booklet also 
tells where individuals can apply for 
aid in working out a farmwide conser- 
vation plan. 


The Investor’s Iron Curtain... 
An interesting example of how a New 
York City fiduciary promotes its In- 
vestment Agency service. First, some 
illustrative charts, indicating reversals 
or divergencies of trends, emphasize 
the varied problems of investment. 
The booklet then explains how risks 
can be minimized through an Invest- 
ment Agency account, through which 
the fiduciary provides investment su- 
pervision, custodianship and tax ac- 
counting without being delegated actual 
investment authority. Included are 
views of the institution’s facilities, 
and a typical letter for the opening 
of an Investment Agency account. 


Advertising Copy and Mat 
Service . .. This guide sheet, first of 
a series to be offered at intervals 
throughout the year, illustrates news- 
paper advertisements available in mat 
form through the courtesy of a large 
Eastern bank. The ads feature sav- 
ings and checking accounts, installment 
loans, mortgage loans, business loans, 
and bank-by-mail service. The mats 
contain headlines and _ illustrations 
only; the suggested copy can be 
changed to meet local needs. 
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Business that B 
to Local Banks 


@ Seed crops have taken a “place in the sun” as 
conservation practices, grassland farming, truck 
growing and specialty crops embrace ever great- 
er acreages. And wherever seeds are harvested, 
the Case Model “A” Combine holds a place by 
itself in the esteem of experienced growers. 

Its spike-tooth cylinder, developed by Case 
through 108 years, is as versatile as it is effective. 
It threshes out tiny clover seeds from close- 
clinging hulls. It adjusts to handle tender lima 
beans with minimum effect on germination. Case 
“air-lift” cleaning keeps sieve openings clear of 
dirt and chaff, lets light grass seed fall clean. 

Already America’s favorite combine, the six- 
foot “A” adds to its reputation as each year adds 
to its record for durability and low upkeep. Its 
ability to save crops when conditions are tough 
reduces the risks of farming, enhances farm 
incomes. Financing of its purchase, Case firmly 
believes, is business that belongs to local banks. 
J. I. Case Co., Racine, Wis. 
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son Clover, a Southern mutant, affords repeated 
cycles of winter grazing and cash seed in late spring. 
Shattered “hard” seed lies dormant under cultivat- 
ed crops, sprouts in the fall. This is one of the more 
difficult seed crops to harvest, yet owners report 
the Case Model “A” recovers substantially more 
seed than other combines. 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


Bank Vindicated in 
Night Deposit 

An Ohio bank entered into a written 
contract with a depositor for the use 
of its night depository. The depositor 
received a key with which he could 
open a door to the night depository 
chute. He also received a sack in 
which to place commercial paper and 
currency for making night deposits; 
also a key with which to padlock the 
sack. The method used was to deposit 
the sack in the night chute, which 
delivered the sack into a locked vault. 
The sacks deposited overnight were 
collected by two employees of the 
bank the following morning. The 
depositor could get back the sack by 
calling for it on the business day fol- 
lowing his night deposit. At the same 
time he could also obtain a receipt for 
the deposit. The contract provided 
that all night deposits were made at 
the depositor’s risk. 

The depositor later sued the bank, 
alleging that he had made a night 
deposit which the bank had never 
acknowledged. The bank answered 
that it had never. received any such 
deposit and that the sack used by the 
depositor had not been found in the 
vault. 

As a result of some erroneous in- 
structions by the trial court the jury’s 
verdict was against the bank. * On 
appeal the Court of Appeals of 
Cuyahoga County Ohio said: 

“Tf, in fact, the night deposit bag 
or sack of plaintiff was placed in the 
night deposit chute, in the proper 
manner, the relationship between the 
bank and plaintiff, from such time as 
a night deposit was so placed in the 
chute until it was subsequently re- 
turned to the depositor as provided by 
the terms of the contract, was that of 
bailor and bailee. This is so because 
by the terms of the contract the bank 
furnished the plaintiff with a key with 
which to operate the night deposit door 
in taking advantage of the night de- 
posit facilities. The bank therefore 
would be held to have accepted a 
deposit made in accordance with the 
terms of the contract, which accept- 
ance created the bailor-bailee relation- 
ship. Such a relationship of bailor and 
bailee would continue until the bailor 
or his duly constituted representative 
called for it as provided by the con- 
tract. As soon as the bailor or his 
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representative received it, the relation- 
ship of bailor and bailee would be at 
an end and if the contents of the bag 
was then deposited, the relationship of 
debtor and creditor would be created. 

“It is defendant’s contention that 


by the provisions of Sec. 710 Ohio* 


General Code, the bank is empowered 
to contract with respect to the use of 
its night deposit vaults upon such 
terms and conditions as it may pre- 
scribe. And that by the contract 
deposits made thereunder were to be 
made at the depositor’s risk. 

“Section 710 of our Code provides 
as follows: ‘A bank may receive on 
deposit for safekeeping in its vaults 
and safes, or in the vaults and safes of 
another bank in this state, securities, 
stock, bonds, coin, plate, jewelry, 
books, papers, documents and other 
valuable papers and property, upon 
such terms and conditions as it may 
prescribe.’ 

“This statute seems broad enough 
to include the right of a bank by con- 
tract to provide upon what terms it 
will make available facilities for mak- 
ing deposits in night deposit vaults to 
be used during the time when the bank 
is not open. But if by strict inter- 
pretation it should be construed not to 
extend its provisions to night deposi- 
tories, this section of the General Code 
of Ohio at least establishes a legislative 
policy to permit banks to enter into 
contracts limiting common law lia- 
bility with respect to securities de- 
posited with it for safekeeping in its 
vaults. Such a service is one rendered 
in the interest of a customer who would 
otherwise be compelled to face the risk 
that attends the possession of large 
sums of money in the night season in 
the regular conduct of his business. 

“Of necessity, no one representing 
the bank is present when a night 
deposit is made. Whether such de- 
posit has actually been made must be 
established in every event by the 
evidence of the depositor. It would 
therefore be a very natural position of 
the bank to take that until the sack is 
actually accounted for by the bank’s 
clerks in the ordinary procedure of 
accounting for night deposit sacks, 
such deposits should be at the risk of 
the depositor. Such a contract is not 
void as against public policy. 

‘‘Where the circumstances are such 
that the possession of another’s prop- 


erty is attended with unusual risks, 
the parties dealing at arm’s length as 
free agents may lawfully make any 
reasonable provision therefor as the 
circumstances justify. 











ABBOTT COIN 
HANDLING 
MACHINES 


- 





MODEL 7—Abbott Motor-Driven Coin 
Counting Machine. A strictly heavy duty 
machine, rapid and durable, especially 
adapted for the use of Federal Reserve 
Banks, large commercial banks, Railway 
and Traction companies and others having 
large quantities of coins to handle. Has 
extra large revolving disc and extra large 
tray. Regularly furnished to lock auto- 
matically when 20—25—40 or 50 coins have 
been counted, or will count coins indefinitely 
into a bag. Furnished to lock semi-auto- 
matically at any multiple of 100 coins. Can 
also be furnished to lock automatically on 
100—500 or 1000 coins, at slight additional 
char¢ge. 


NOTE: The New Feed Hopper, Crimper and 
Foot Treadle. Can be furnished for foreign coins 
and tokens at no extra cost. 

Other hand and electric models available. 


We can supply most any item needed for 
handling coins or currency 


Send complete information describing coin han- 
dling machine and items checked below: 


Coin Wrappers Coin Bags 


Coin Trays Coin Sorters 
Coin Changers 
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ABBOTT COIN COUNTER COMPANY 


143rd St. & Washington Ave., New York 54, N. Y. 
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“Contracts relieving the promisor 
from any liability even for his negli- 
gence have been upheld on the broad 
grounds of freedom of contract guar- 
anteed by the federal and state con- 
stitutions. 

“The right of the bank to immunity 
from whatever cause except its willful 
wrongdoing in furnishing night deposit 
services under the terms of an exculpa- 
tory agreement is supported in theory 
at least by the almost universal rule 
that a common carrier (railroad) may 
by contract relieve itself from liability 
even for its negligence or that of its 
servants or employees in the construc- 
tion and use of private sidings and spur 
tracks. 

“The right of a bailee to relieve 
itself from liability for its own negli- 
gence in the execution of the bailment 
contract, especially where the bailee 
is a so-called ‘professional’ bailee, 
has to do with his liability in the 
management and control of the goods 
and where there is no issue as to the 
receipt of the goods. But the present 
case is not concerned with property 
admittedly in the possession of the 
bailee. Here the primary considera- 
tion is as to whether the ‘deposit 
sack’ actually came into the possession 
of the bank at all. 

“The method devised by the bank 
for safeguarding deposit sacks properly 
placed in the night deposit chute 
exemplified a high degree of care and 
protection for the property of deposi- 
tors, and the manner in which these 
precautions were carried out in the 
first business day after the claimed 
use of the night deposit facilities by 
the plaintiff is not refuted by the 
plaintiff except by his claim that the 


deposit sack was put in the chute. 

“The plaintiff’s action is upon the 
contract, the terms of which places the 
risk upon him until actually receipted 
for. As indicated, the manner in 
which night deposits must of neces- 
sity be made, should permit the bank 
to protect itself within reasonable 
limits.” 

Judgment for the bank. (Kolt vs. 
Cleveland Trust Co., 93 Northeastern 
Reporter, Second Series, 788.) 
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Agreement With Commis- 
sioner of Banks Rejected 


Can a bank rely upon agreements 
‘or arrangements made with the Com- 
missioner of Banks or other authority 
with respect to matters within the 
scope of his official duties? 

Ordinarily such arrangements will 
not be honored if they do not square 
with the exact requirements of law 
applicable to the situation. It hap- 
pened that way in a recent Wisconsin 
case. There the operator of a collec- 
tion agency was required to discon- 
tinue his business, and the Commis- 
sioner of Banks of Wisconsin was by 
law the liquidator. Certain surety 
companies paid the proceeds of their 
surety bonds to satisfy certain credi- 
tors of the collection agency. The 
surety companies then filed a claim 
for the money against the funds in the 
hands of the Commissioner of Banks 
as liquidator. The operator of the 
collection agency and his wife assigned 
to the Commissioner of Banks for the 
benefit of creditors certain insurance 
policies on the life of the operator, of 
which his wife was beneficiary. The 
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Commissioner of Banks had an in- 
formal understanding with the man 
and his wife that the proceeds of the 
policies would be paid to the wife. 

The Supreme Court of Wisconsin 
found that the agreement between the 
Commissioner of Banks and the owner 
of the business and his wife was not 
consistent with the terms of the statute 
controlling such liquidations. Conse- 
quently, the court felt, it could not be 
enforced. 

Discussing the position of the oper- 
ator’s wife and that of the sureties, 
the court said: 

“The assignment here involved gave 
or transferred proceeds of two policies 
to the commissioner of banks, for the 
benefit of the creditors of the operator 
and the sureties are entitled to an 
enforcement. There is no mistake of 
fact confronting us here. There is 
nothing which can be called fraud or 
treated as fraud involving any moral 
guilt. The interests of a third party 
beneficiary exist in the case. The 
contract and its construction has 
passed beyond the control of the 
respondent and the commissioner of 
banks. The court is prevented from 
giving any relief by resorting to parol 
evidence. The sureties are interested 
parties.” 

The court held that the wife of the 
operator was not entitled to the pro- 
ceeds of the policies but that the 
money belonged in the general fund 
for the benefit of the sureties and 
other creditors. (National Casualty 
Co. vs. Bratt, 43 Northwestern Re- 
porter, Second Series, 817.) 
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Note Not Dependent on 
Conveyance of Real Estate 


A promissory note in Ohio carried 
on its face a notation that it was given 
to cover the purchase price of three 
lots. When the payee brought action 
on the note against the makers, a 
husband and wife, the husband con- 
tended that the payee was obliged to 
tender a deed for the lots as a condition 
precedent to collecting the note. The 
wife was relieved of liability on the 
note upon proof that she was a minor 
when she signed it. 

Taking the view that the note and 
the agreement to convey the lots were 
separate and independent covenants, 
the Court of Appeals for Wood County 
Ohio said: ; 

“Tt is the opinion of this court that 
the unconditional promise to pay the 
principal of the note and the covenant 
to convey the lots were independent 
covenants, and for this reason plaintiff 
may maintain his action on the note 
against the defendant without tender 
of a deed as a condition precedent.’ 

In this case the wife, who was C0 
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maker had no liability because she was 
a minor. Many states have enacted 
statutes providing that minor veterans 
are fully Hable on notes and other 
documents signed by them in connec- 
tion with G. I. loans. A bank engag- 
ing in such a transaction, however, 


(CONTINUED FROM PAGE 27) 


mailed direct to these borrowers each 
season of the year and at different 
stages in the lifetime of the contracts. 
Following a pay-off on a good account, 
if the customer is not back in six 
months we send out a “hello” piece 
reminding the individual of his excel- 
lent credit standing and mentioning 
our other services. 

Of course, besides promoting dealer 
business, we do not neglect the culti- 
vation of direct auto loans. Our 
advertising, stressing local financing 
at low bank rates, is designed to 
attract borrowers to the Central Na- 
tional as well as to induce them to in- 
sist on our loan plan from dealers. 
Also, we have had considerable success 
in our interviews and mailings which 
give the applicant the opportunity of 
completing a preliminary application 
with the usual personal information 
plus data as to the anticipated pur- 
chase, contemplated down payment 
and desired repayment schedule. We 
explain to the applicant that any com- 
mitment based on this preliminary 
application is good for 30 days, and 
may be renewed for an additional 30 


shoyld be sure that the particular case 
is fully covered by the statute. In 
states where there is no such statute 
local courts have devised procedures 
whereby the deal can be made safe for 
the lender. Some courts have resorted 
to the appointment of a trustee for the 


4 


AUTOMOBILE FINANCING 


days if the desired car has not been 
found or delivery has not yet been 
made. 

We have made and still make a 
strong effort to work with our local 
insurance brokers in promoting the 
Bank-Agent Plan. To our way of 
thinking, however, the work entailed 
since the inception of this plan has 
been all bank and no agent, and only 
our sincere desire to permit the pur- 
chaser to choose his own insurance 
representative has kept us from adopt- 
ing a group coverage plan. Our in- 
surance requirements are simple: fire, 
theft and comprehensive coverage 
must be carried on all loans. When 
the applicant is under 25 years of age, 
or someone of this age or under is to 
drive the car, we insist on $50 deducti- 
ble collision insurance when obtainable. 
At the request of the purchaser, or at 
the bank’s discretion in individual 
cases, complete insurance coverage 
may be written and the premium in- 
cluded in the note. So far, in 14 years 
of extensive auto lending experience, 
we have suffered no real loss from the 
lack of collision coverage. We have 
usually been able to collect even where 






















Canadian Pacific 
Express Company 
United States Dollar 
Travellers Cheques...and 
Money Orders payable in United | 





States Dollars...are redeemable 
at par by The National City Bank 
of New York, New York. 











minor and the execution of the docu. 
ment by the trustee. Normally, of 
course, a minor isn’t liable on his con- 
tract regardless of whether he is aq 
veteran or not. (Lambright vs. Heck 
et al, 93 Northeastern Reporter, Sec- 
ond Series, 45.) 


a demolishment has occurred. How- 
ever, we have a natural trepidation 
concerning the younger generation and 
their national record for bad accidents, 
and hence our insistence on collision 
coverage for the age group below 25. 

Our credit policy is basically the 
same for both direct and indirect auto- 
mobile loans. Our “rule of thumb,” 
so to speak, is to consider them as fall- 
ing in the category of personal loans, 
where the basis for parting with the 
bank’s funds is the credit reputation of 
the applicant and his capacity to re- 
pay. We have no desire to go into the 
used car business, and regardless of 
customer equity (which is certainly 
substantial under today’s regulated 
terms) if the applicant does not meet 
with our credit requirements we gener- 
ally do not make the loan. However, 
we have no ironclad rules regarding 
credit qualifications and acceptability, 
and like to think that we are flexible 
enough to treat each loan on an indi- 
vidual basis. From a good producer 
among dealers we occasionally take a 
marginal credit or calculated risk and 
in a tactful way let them know that 
this acceptance is an exception to the 
rule. With the submissions of a used 
car dealer who deals primarily in older 
cars, and where his relationship with 
us is characterized by a high rejection 
percentage, we are extremely scrupv- 
lous and exacting concerning his credits. 
Briefly, our credit requirements and 
procedures are as follows: 

1. We prefer a background of at 
least five years local residence. By 
“local” we mean in our city, county, 
or adjoining area where we can get a 
comprehensive report from our credit 
bureau. 

2. We also prefer a background o! 
at least three years of employment in 
one firm or business. We scrutinize 
so-called floaters and transients very 
closely and our rejection percentage for 
this type of application is high. 

3. We survey other outstanding 
obligations and attempt impartially to 
decide whether the proposed payment 
schedule plus other monthly install- 
ment obligations are within the appli 
cant’s capacity to repay. 

4. We go over past records, collec- 
tion accounts, judgments, money dis 
putes, etc., very carefully and if ou! 
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Known by all...and always wanted. Complete 
Morris desk equipment still leads the field! 





MORRIS FOUNTAIN PENS. A mark of dis- 
tinction. The utmost in writing efficiency 
with streamlined, smart appearance. A 
balanced pen for long hours of comfort- 
able writing...has 5 different quick 
“thread-in” replaceable points for every 
purpose. Choice of eight colors. 


MORRIS DIP SET. The “all-’round” writing 
implement. Same Morris quality and 
appearance. Satisfies routine workers and 
demanding executives alike with instan- 
taneous, efficient, smooth writing. No 
refilling or flooding...holds many months 
supply of ink. Choice of nine colors. 


MORRIS MEMO PADS. A “‘must’”’ on every 
desk ... for the home phone too. Paper is 
readily accessible, yet always kept neat 
by either gold plated bar that drops as 
paper is used, or plain “‘boxed-in” cor- 
ners. Plenty of room for imprinting here. 
Excellent premium or advertising spe- 
cialty. Choice of matching colors. 





MORRIS LETTERTRAY. Masterfully designed 
and engineered for every requirement. 
Two point suspension allows complete 
freedom of access from the entire front 
and sides. Easily adjusted for a single 
or double desk. Strongly constructed 
tiers are quickly added, either letter or 
legal size. 





MORRIS ASH TRAY. The executive ash tray 
that’s plenty large enough for the heavy 
smoker, yet easily fits most every desk 
—perfect for the conference table. Glass 
liner is removable for quick cleaning. 
Sturdy STYRON base is available in 
grained Walnut, Mahogany, the new 
steel Gray or Bronze to match newest 
Styles, 
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DESK EQUIPMENT 


Many famous users of Morris desk sets have 
their seals or emblenis imprinted in gold. 


desk equipment does “double-duty” 


The quality of Morris desk equipment exceeds 
that which is merely grand: 


“DOUBLE-DUTY” either as individual 
items or...a “Morris-matched” desk set, the sign 
of an efficient executive. The complete desk setting 
shown, pen set, memo pad and holder, “lettertray” 
and ash tray, retail for little more than the cost of 
one higher priced, yet comparable fountain pen set. 

Quality, efficiency and years of service have 


made Morris desk equipment the choice of exacting ,,,, MORRIS PHONE REST 
business men. 


holds the phone in place without 
crimping your shoulder or strain- 

MORRIS-MATCHED DESK SETS , 
THE SYMBOL OF GOOD TASTE IN DESK EQUIPMENT 





ing your neck. For the Executive, 
the Secretary or the home. Have 
both hands free, saves time, makes 
life easier. Perfect as a premium. 


If your dealer does not stock the items you wish, write Dept. BU 12 


BERT M. ; V , ORRIS CO. 8651 W. Third St., Los Angeles 48, Calif. 
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analysis reveals that these all took 
place at one particular time we ask the 
dealer to send the customer in for a 
personal interview. We have been 
able to salvage a great many apparent 
rejects in this way, through finding 
that the derogatory information was 
compiled in one period due to illness, 
unemployment, military service, death, 
or other mitigating circumstances. 
However, when an application and 
credit report reveals a poor credit 
background for successive years, we 
consider the applicant a chronic slow 
and will not take him. Should the 
dealer decide to guaranty the account, 
we put him on record to the effect that 
we do not consider the account to be 
a good risk and that we will not take 


make good 
Stances. We 


any steps to collect the balance in the 
event of default. 

5. In connection with the age group 
from 21 to 25 we often find it neces- 
sary owing to lack of background to 
get a guarantor on our notes or lie 
instruments. Most applicants” parents 
guarantors in_ these in- 
ave our conditional 
Sales contracts drawn with a third 
party guaranty included, and we en- 
courage our dealers to submit a simul- 
taneous credit sheet on a responsible 
guarantor when the application of the 
borrower is obviously lacking in back- 
ground, income, or other qualifica- 
tions. 

6. Beyond steady employment and 
property ownership, evidence of addi- 











BRONZE PERPETUAL CALENDAR 


for Counters and Safe Deposit Booths 





Replace your worn 
Celluloid or Cardboard 
Inserts with new 
NON-WEARING 
BAKELITE ENGRAVED 
LETTERS AND 
NUMERALS 
For Prices 
Send Us Samples of 
Sizes You Use 
Address Dept. B 


counter. 


No. CK-2 











No. CKD-2.. 


(with Two-tone Pen Holders) 


This superb, modern-styled Counter Calendar with hinged tops perks 
up the appearance of any counter or booth! Contains lifetime Bakelite 
enameled and engraved Inserts for days, months and dates. Furnished 
with genuine Kerr Fountain Pen sets which assure long wear. 


Your choice of Single or Double-Faced for one or both sides of writing 


Base Measurements: 20” x 6’’—Height: 24%” (including 5/16” thick base) 
. .$69.00 (Double Face—with 4 Pens) 
. .$41.50 (Single Face—with 2 Pens) 


{If desired in chrome, add $2.80 to each of the above prices.) 
Write for details of other all-metal PERPETUAL CALENDARS 
—with and without Pen Sets—for COUNTER and WALL use. 


Headquarters for NAME PLATES - HOLIDAY TABLETS - SPECIAL PLAQUES 


BANK PRODUCTS COMPANY 


ESTABLISHED 1930 





%+/ 3 PARK PLACE ° 
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For trophy, 
medal and 
cup ideas, 
write for free 
Catalog CHT. 


150 WEST 22nd ST. 
NEW YORK 11,W.¥. 


INTERNATIONAL 


BRONZE TABLET CO., INC. 





tional income from family members, 
roomers, or rentals helps us to arrive 
at a fast and favorable decision. Most 
dealers become adept at the develop- 
ment of such information as they find 
that it speeds up approvals. 

Applications, dealer or direct, re- 
ceived before 12 o’clock noon are usu- 
ally processed and decided on by 4:30 
p.m. the same day. Of course, excep- 
tions will occur due to the difficulty 
sometimes experienced in obtaining 
information from trade sources, verily- 
ing employment, and so on. 


[TN summary, the primary factor in 

the successful development of our 
auto financing operation is our dual 
promotion of both dealer and direct 
loans. We emphasize to our direct 
borrowers that we do not permit our 
dealers to charge a higher discount than 
we will charge them at the bank. We 
stress to our dealers that we do not 
pass on lower rates to their prospective 
purchasers at the bank, and remind 
the dealers that it is beneficial to them 
to sponsor our bank plan and receive 
their commissions in addition to creat- 
ing customer good will. 

There is no doubt that the dealer 
relationship requires more supervision, 
especially where floor planning or 
wholesaling is involved. Nevertheless, 
the dealer can do business long after 
the bank doors are closed, and this 
helps to produce a very satisfactory 
volume of loan business. Direct 
financing is on the whole less subject 
to the hazards of delinquency and the 
credits are generally more substantial, 
but with close follow-up the rate of 
charge-offs are almost identical under 
the two methods. 

Our experience to date indicates that 
careful selection of dealers, thorough 
analysis of: their applications, and a 
firm but mutually satisfactory proce- 
dure regarding retail financing, inspec- 
tion of wholesale cars and issuance of 
credit lines—plus a_ well-organized 
advertising campaign and a sustained 
solicitation of open and past good 
direct accounts —will enable any pro- 
gressive consumer-loan-minded bank 
to combine both plans. 
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STOCKHOLDERS’ 
MEETING 


(CONTINUED FROM PAGE 29) 
things the stockholder can do for his 
bank and brought reprints of the list 
to distribute to stockholders. He 
asked them to refer to the different 
items as he discussed them. This list, 
which is entitled ““How A Stockholder 
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Christmas Club, A Corporation 
in cooperation with 
The Government of Puerto Rico 
and 
The Puerto Rico Bankers Association 
is pleased lo announce 
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in the Banks of Puerto Ries, U.S. A. 


wane FikSt STEP IN 


AN ISLAND-WIDE THRIFT CAMPAIGN 























CARL B. BRUNNER 

Second Vice President 

THE CHASE NATIONAL BANK OF 
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EDWARD THORNE 
Manager 
ROYAL BANK OF CANADA 
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Resident Vice President 
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President 
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ANTONIO A, ROIG 
President 
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President 
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Can Help His Bank,” is shown on 
page 29. 

From remarks made at the meeting, 
it was.easy to see that stockholders 
were glad to have this list. Since the 
meeting we have had other comments 
and many evidences of the fact that 
stockholders accepted the suggestions 
and are making use of them. 

One of the things emphasized in the 
list was the maintaining of liberal 
balances in checking accounts. This 
we particularly appreciated because of 
the fact that many customers in a 
country town like ours do not realize 
the importance of balances, both to 


themselves and to the bank. If we tell 
them directly, from the standpoint of 
the bank, they are not so much im- 
pressed, but having the speaker tell 
them made them realize its importance. 

He also emphasized savings accounts 
and, inasmuch as he had just retired 
himself, was able to give them some 
interesting impressions of the need for 
savings accounts at the time of retire- 
ment. 

The influence stockholders may have 
over others in the community was 
emphasized in several different ways. 
The speaker mentioned the opportuni- 
ties stockholders have to recommend 
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BIND LOOSE LEAF RECORDS 
IN YOUR OWN OFFICE THE 


Low cost EZ) way: 


Liberty Binders —for all loose leaf records 
—will put your valuable records in neat, 
orderly book form for rapid reference. 
Unit consists of two steel-strong Masonite 
covers with piano type aluminum hinge for 
unlimited wear and protection —plus two 
Liberty Self-Locking Posts in wide range 
of lengths, each extendable 50%. Semi- 
permanent screw posts optional. 12 stock 
sizes. Special size binders made to order 
—any quantity. Catalog on request. 





BANKERS BOX COMPANY 
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IN DIGNIFIED BRONZE 
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Picture the name of your bank in en- 
during bronze . . . the names of your 
personnel in desk plates of the same 
handsome metal. 


Let us show how we can give you the 
finest in signs, desk plates and bulletin 
boards at very economical prices. 


Send for free illustrated literature. 
+ 7 om 


DESK NAMEPLATES 


SIZE ILLUSTRATED 2” x 10” 
ON BRONZE EASEL 


P| Me.BARRETT 


COST $7.50 


* * * 
“BRONZE TABLET HEADQUARTERS “ 


United States Bronze Sign Co., Inc. 


570 Broadway Dept. BM NEW YORK 12, N. Y. 


























to their friends the use of the bank, to 
encourage members of their families 
and others to establish and make regu- 
lar deposits in savings accounts, and to 
send new residents in the community, 
with whom they become acquainted, 
to the bank as a place for their regular 
accounts and other bank services. 

Since the meeting, some of our en- 
thusiastic friends have brought in 
accounts from organizations with which 
they had been connected. With such 
a wide variety of stockholders, there 
are connections with most of the 
organizations of the town, with school 
districts, local libraries, and other 
public bodies. 

It has been demonstrated in Wood- 
stock that stockholders can be en- 
thused about their opportunity to help 
the bank. Stockholders, in turn, have 
demonstrated that when they are 
enthused, and when they know what 
they can do, they definitely can be help- 
ful in bringing business to the bank. 
As evidence of our own enthusiasm, 
we are already laying plans for our 
next annual meeting. The success of 
the program has been such that we 
now feel that it is only fair to stock- 
holders for us to provide them with a 
banquet once a year. 
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AUDITORS AND 
COMPTROLLERS 


(CONTINUED FROM PAGE 31) 


banks to obtain samples of their forms. 

Bank forms are a tremendous chan- 
nel in the flow of daily contacts with 
people, said Mr. Gordon, and The 
National Association of Bank Auditors 
and Comptrollers has put its finger 
squarely on a very important factor in 
good public and customer relations. 
It is one of the biggest public relations’ 
challenges that has been brought to 
the attention of our banking profession 
in the last twenty years. 

No bank in the country, he said, can 
afford to ignore the cue that has been 
provided, whether that bank uses 44 
forms or 4,400. Besides the physical 
layout of the forms, in which he sug- 
gested that banks remember the old 
cliche that first impressions are often 
lasting ones, he suggested that particu- 
lar attention be paid to the wording in 
an attempt to steer a course between 
the self-interest of the bank in produc- 
ing the form and the legal terminology, 
in the interest of good public relations. 


Employee Benefits 


“Don’t hide your employee benefits 
under a bushel,” advised J. H. Shreiner 
vice-president, Towers, Perrin, Forster 
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ake this opportunity 
to increase your Blanket Bond 


at reduced cost! 





Rates are now lower because — 





— specific charge for misplacement protection 
is now eliminated 

—— premium for Securities Insuring Clause E 
is now based on amount of loans and 
discounts (instead of number of employees 


and locations). 


But, today’s embezzler is not reducing 
his take—often more than the bond! 
No bank can afford to be without blanket bond 





protection in amounts proportionate 


to its operations. 


You can apply your premium savings 
toward increasing your present bond and adding 
Clause E. Call our nearest agent or your 
own broker today—he’ll have one of 
our Bank Protection Specialists re-survey 
your bonding needs. 


AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 










100 Broadway, New York 5, N. Y. 


**DEPENDABLE AS AMERICA’"’ 
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| interviews are upgraded so that the 








and Crosby, Inc., of Philadelphia, New 
York and Chicago. Banks are paying 
substantial sums of money for retire- 
ment plans, he said. When they make 
a loan of an equal amount they waich 
it carefully to make sure that it is a 
profitable venture, but when it come; 
to pensions it seems to be true that 
the money is spent for the plan but 
little attention is given to determining 
whether full value is received. 

As a starting point, Mr. Shreiner 
suggested that original employee book- 
lets be made inviting and interesting, 
Beyond that he pointed out that quite 
a number of organizations are giving 
their employees annual statements 
which tell them the amount of benefit 
that has been funded to date, for 
delivery at retirement age. They also 
tell the employee what the benefit will 
amount to at retirement age if his 
salary continues at its present level, 
and the amount of social security that 
will be added to the benefit provided 
by the bank. Some of the statements 
go a step further and tell the employee 
the amount that has been spent to 
provide this benefit. 

Along these same lines, he added 
that some companies have periodic 
personal interviews with employees at 
each five-year interval. The first of 
these interviews is with the employee’s 
immediate superior. The subsequent 


interviews are finally conducted by the 
vice-president in charge of operations 
at the place of the individual’s em- 
ployment. 


Small Bank Credit Files 


The trick in the small bank is to get 
the credit file in operation with the 
minimum of work and expense, R. L. 
Mullins, president, The Wolfe City 
National Bank, Wolfe City, Texas, 
told the convention. The main idea, 
he said, is to make the record simple, 
keep it simple and avoid the use of too 
many forms. 

“Now, let’s examine the matter ol 
starting,” said Mr. Mullins, “‘of just 
plain, flat-footed opening up credit 
files, starting from scratch. The first 
and about the only expensive thing 
needed is a filing cabinet or tray, cost- 
ing from $40 to $60, depending upon 
the size and quality. The next thing 
to consider is folders and to begin with 
I suggest the very cheapest kind ol! 
manila folder. I prefer them letter 
size. To stiffen this file, we have 4 
piece of cardboard cut letter size and 
inserted. To this board, we clip al 
our forms with a vise grip clip. We de 


this for a purpose, to save time. 
Clipping is much easier, quicker, 
simpler. 


“T would first make files for the 
largest accounts and work these up 
well. Then, I would lower the limit 4 
little. For example, our loan limit is 
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$10,000. I would set up files for every 
loan of $7,500 and over. Then, I 
would drop to $5,000 and over. Then 
I would drop to $2,500 and over and 
so on until I finally wound up with the 
lowest level at which I would make a 
file.”” 


Salary Administration 


The new salary administration plan 
for smaller banks developed by the 
Country Bank Operations Commission 
of the American Bankers Association 
was discussed by Joseph C. Welman, 
president, Bank of Kennett, Kennett, 
Missouri. Mr. Welman is chairman 
of the committee developing the plan. 
With the turn of national events to 
a defense economy and with the possi- 
bility of wage controls ahead, Mr. Wel- 
man said, the bank with a definite 
salary administration program, em- 
bodying salary ranges, is very likely 
to be in better position than the bank 
without such a program. This proved 
to be the case under controls in the 
past war. 

The plan itself, as described in an 
A. B. A. manual that is available, 
provides a step-by-step procedure that 
can be readily installed by operating 
officers who have had little or no previ- 
ous training or experience in this 
particular field. Although the basic 
principles and general procedures would 
apply to banks of widely different 
sizes, the program has been developed 
especially for non-departmentalized 
banks having active working forces, 
including officers, ranging from a 
minimum of five people to a maximum 
of approximately thirty people. 


Community Service 


“Let’s not waste our time bemoan- 
ing how government has encroached 
upon private initiative. Let’s fight 
for our banks the same way the pioneer 
bankers fought for theirs when the 
nation was young, and let’s expand our 
service to the masses so the people will 
tecognize their dependency upon our 
service.” 

That was the advice of Elwood M. 
Brooks, president, Central Bank and 
Trust Company, Denver, Colorado, to 
the convention. He stressed the point 
that banks primarily are service insti- 
lutions and must continue to render 
service to their communities, as most 
of them have been doing. 

If our dual banking system, made up 
of both state and national banks, goes 
down before governmental control, he 
said, then private initiative is indeed 
dead. But this won’t happen, he con- 
cluded, if our banks are alert and 
tend«r a genuine service. 


Panel Discussions 


In addition to the addresses, the 
‘onvention provided a series of five 
pane! discussions. These proved to be 
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IN HEATING, PLUMBING, AND COOKING EQUIPMENT, 
the Los Angeles Metropolitan Area is first in the nation in 
production, with a lead of virtually 20% over its nearest com- 
petitor in annual dollar volume (based on value added 
by manufacture). Latest official census figures place the 
dollar value in excess of $45,000,000 yearly. 





* * * * 


MANY-SIDED CALIFORNIA 


Variety spices the industrial life of Califor- 
nia, where Security-First National Bank’s 
131 Offices and Branches... located from 
mid-state to the Mexican border... provide 
modern, complete banking service for in- 
dustry and individuals—and correspondent 
service for banks in all sections of the 
United States and overseas. 

If a Pacific Coast correspondent con- 
nection would be useful to your bank, we 
would welcome the opportunity to work 
with you. Address inquiries: Banks and 
Bankers Department. 


RESOURCES OVER 112 BILLION DOLLARS 


MANAGING COMMITTEE 


George M. Wallace, Chairman 
Chairman Board of Directors 


James E. Shelton 
President 


Chester A. Rude 
Chairman Executive Committee 


L. W. Craig 
Vice-President 


C. T. Wienke 
Vice-President 


ECURITY- FIRST 
NATIONAL BANK 


OF LOS ANGELES 


Member Federal Deposit Insurance Corporation 
Member Federal Reserve System 
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FIRST NATIONAL BANK, AMARILLO, TEXAS 


The First National Bank of Amarillo uses over 1,500 Herring- 


Hall-Marvin Safe Deposit Boxes in its new building. 


You too, will want to know about the H-H-M engineering 
features and craftsmanship that caused the First National Bank 
to join the imposing list of institutions, including ten Federal 
Reserve Banks, who have chosen H-H-M Vault Equipment since 
1945. For example: Our craftsmen developed the techniques 
that made it possible to use solid, stainless steel safe deposit box 
doors and finish them without distortions or discolorations. 
These same techniques enable us to use stainless steel economically 
in finishing all vault equipment to reduce maintenance expenses. 
Our Vault Entrances are engineered to be tied permanently into 


reinforced walls for maximum security. 


Our “Guide For Planning Bank Vaults” will be sent free upon 


request. Ask for data on our . . . tamper-proof Night Depos- 
itories .. . Drive-In and Walk-Up Windows . . . Under-Counter 
Work . . . and, our 24-Hour Depository. There is no obligation 


Write today. 





HERRING-HALL-MARVIN SAFE CO. 


HAMILTON, OHIO 


Builders of the world’s finest . . . Rotary Record Files ©@ Insulated Record Files © Steel 
Transfer Files @ Safes @ Money Chests @ Vault Doors © Bank Vault Equipment 
Drive-In Windows @ Night Depositories ©® Stainless Steel Hospital and Building Equipment 
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extremely popular and at times took 
on the nature of open meetings. 

There were two panel discussions /or 
large banks. The first of these covered 
auditing problems in savings depart- 
ments and‘ included Christmas Club 
accounting, legal problems in savings 
departments and auditing deposit lia- 
bility. The second was devoted to 
proof, transit and the bookkeeping 
operation. A panel for small banks 
covered small bank operating prob- 
lems. Then, there were two general 
panels, one on loan costs in the con- 
sumer credit field and one on walk-up 
and drive-in banking. 

There is no question but that a sum- 
mary of the panels would prove of con- 
siderable interest, but the wide range 
of subjects and the numerous points 
covered in the discussions would re- 
quire at least an additional article. 


President’s Report 


Besides announcing the figures on 
the growth of the association, which 
were covered earlier and represented 
the work of the organization commit- 
tee, President Lyle stated that five new 
technical committees were organized 
during the past year. This brings the 
total of technical committees to eleven. 
The work of these committees is made 
available to members through reports 
in the association’s publication, the 
Auditgram; through brochures such as 
the Commercial Bookkeeping Survey; 
through the quarterly Fraud Preven- 
tion Bulletins; and through manuals 
such as the revised NABAC Audit 
Manual and the Cost Manual on which 
work is well advanced. 

NABAC also has three service com- 
mittees, Mr. Lyle reported: The 
Conference Liaison Committee, a new 
committee organized a year ago to 
assist local conferences; The Con- 
mittee for Co-operation with Other 
Organizations, which has _ actively 
sought the support of the state bank- 
ing departments and state banking 
associations; and the Committee on 
Co-operation with Regulatory Depart- 
ments, which has done much to-estab- 
lish a closer working relationship with 
the Federal regulatory bodies and with 
the National Association of Supervisors 
of State Banks. 

Mr. Lyle urged continuation of 
association efforts toward “An Audit 
Program in Every Bank” and stated 
his belief that NABAC will have deuble 
its present number of conferences and 
members within a ten year period. 


Election of Officers 


As president for the coming yeal, 
members elected Burton P. Allen, 
president, The First National Bank of 
Milaca, Milaca, Minnesota. Mr. Allen 
was graduated from Carleton College, 
Northfield, Minnesota, and began his 
banking career at the First National 


Burroughs Clearing House 








Bank 
ten y 
Milac 
First 
from 
ation 
the § 
Wisce 

Otl 
vice-] 
comp 
Bank 
vice-] 
sistan 
over 
York 
audit 
San | 
H. StI 
The | 
Color 
ase 
Coch: 
assoc: 


tiona 
Sez 

partic 
One \ 
notin 
exact 
much 
of its 
extra 
issue 
conta 
“The 
this « 
Sale 
“Wai 
exche 
nothi 


Your 
Other 
intro 
when 
leaf } 
exact 
tende 
publi 
first j 
by th 
Sheet 





ook 


; for 
ered 
arte 
~lub 
ings 

lia- 
1 to 
ping 
anks 
rob- 
eral 
con- 
k-up 


sum- 
con- 
ange 
oints 
1 re- 


Ss on 
hich 
nted 
imit- 
new 
nized 
s the 
ven. 
made 
ports 
. the 
ch as 
rvey; 
"even- 
nuals 
Audit 
which 


com- 

The 
1 new 
30 to 
Com- 
Other 
tively 
bank- 
nking 
>e On 
2part- 
astab- 
» with 
1 with 
visors 


yn of f 


Audit 
stated 
leuble 
2s and 
d. 


year, 
Alien, 
ank of 
- Allen 
ollege, 
an his 
ational 


House 





Bank of Minneapolis in 1921. For 
ten years he was vice-president of the 
Milaca bank, was president of the 
First National Bank, Wabash, Indiana, 
from 1933 to 1948, has had wide associ- 
ation experience, and has lectured at 
the School of Banking, University of 
Wisconsin. 

Other officers elected were: First 
vice-president, Clarence H. Lichtfeldt, 
comptroller, First Wisconsin National 
Bank, Milwaukee, Wisconsin; second 
vice-president, George Ehrhardt, as- 
sistant vice-president, Central Han- 
over Bank and Trust Company, New 
York City; secretary, Ira C. Chaney, 
auditor, Crocker First National Bank, 
San Francisco; and treasurer, Robert 
H. Shepler, vice-president and cashier, 
The Denver National Bank, Denver, 
Colorado. Evan M. Johnson continues 
as executive director and Darrell 
Cochard as executive secretary at the 
association’s headquarters in Chicago. 

The general chairman of the associ- 
ation’s 26th annual convention was 
E. G. Armstrong, comptroller, Com- 
merce Trust Company, and program 
chairman was Hugh C. Moore, execu- 
tive vice-president, Westport Bank, 
both of Kansas City, Missouri. Regis- 
tration totaled 850 at this highly 
informative meeting. 
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NEW FARM 
DEPARTMENT 


(CONTINUED FROM PAGE 34) 


tional Bank,”’ as are all Your Banker 
Sez issues. And along with this 
particular issue went two other pages. 
One was a sheet of “‘control measures” 
noting seven common insect pests, the 
exact combatant to use for each, how 
much to apply per acre, and the cost 
of its application per acre. The other 
extra page always goes out with each 
issue and gives a great many good 
contacts with rural people. It is titled 
“The EXCHANGE SHEET.” On 
this one before us are ten items “For 
Sale or Trade” and six items that are 
“Wanted.” Of course the use of this 
exchange sheet costs the farmers 
nothing, 

There are a few general facts about 
Your Banker Sez which may interest 
other bankers. The publication was 
introduced to its initial 125 recipients 
when they received in the mail a loose 
leaf binder along with a letter telling 
fxactly what our publication was in- 
tended to do, how often it would be 
published and, of course, a copy of the 
first issue. The binder was to be used 
y the farmer to file the issues (each 
sheet is punched for loose leaf inser- 
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’ This Ink Cancellation Can 
Be Removed... 


so for 
safety’s 
sake 





Cummins 300 makes canceling easy and it’s safe 
... Split second action ... minimum effort. 





Simple tests show that practically 
anyone can remove any ink from 
any paper—including safety pa- 
per. BUT NO ONE CAN ERASE PER- 
FORATIONS. Thousands of banks 
use the famous foolproof Cum- 
MINS 300 to avoid the contingent 
liability that increases daily with 
the use of non-permanent and un- 
safe ink cancelations. This ma- 
chine permits each bookkeeper to 
cancel checks immediately after 
posting. No skipped checks. No 
faint cancelations. It’s all done in 
seconds ... faster... safer than 
any other method. 


Cummins 250 Endorser Saves Time...Money! 





It is easier to drop checks into the Cummins Endorser 
than to turn them over... one complete handling 
of checks is eliminated 


Here are some of the reasons— 


FAST—Automatically prints dated 
endorsements on checks of mixed 
sizes up to 160 per minute or as fast 
as it is possible to feed them. 


POSITIVE STACKING—All checks 
stacked in exact sequence—no de- 
pendence on momentum or gravity 
—each check under control until it 
is stacked in the hopper. 


EASY TO OPERATE—Requires no 
special experience—anyone can oper- 
ate it. 


PORTABLE—Easily moved from one 
listing machine to another or placed 
on desk. 


In Business and Banks Since 1887 





Free Trial cart tHE 
CUMMINS MAN TODAY 
Call the Cummins man today 
for free trial of either of 
these machines. In all princi- 


Cummins Business Machines Corp., Chicago 40, Dept. BC-12 
C0 Send FREE booklet ‘‘How to Guard Against Fraud” 
O Literature on Perforators 

CJ Literature on Check Endorsers and Check Signers 








Saaquseseeere™" 





Name Title 
pal cities. Or write for litera- 
ture on Cummins Perforators Company 
and Endorsers. of course Business Address. 
there’s no obligation. 
City State 
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Burroughs experience with banks in every PRurre B whi 
state — assembled into one easy-to-read 






how do other banks cut costs 
on accounting work? 





you'll know 
when you see— 
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@ If a bank in California has found a simpler, less pro 

expensive way to handle payroll accounting — loa 
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@ If a New England bank vice-president has developed non 


a general ledger system that has proved error-free in practice — 
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@ If any other bank —anywhere—has a better way to handle ) Sur 
any phase of general bank accounting — 


a 
is 


@ You should know about it! me 


nee 
That’s what Burroughs had in mind when we collected speed and ease by the Burroughs General Accounting 
accounting ideas actually in use in banks coast-to-coast Machine. You re sure to find ideas that will help yout 
bank to simplify its accounting procedures—cut account- 


ing costs. 
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. selected the best ones . . . then combined them into a 
simplified general accounting system, presented in a ge: 
single package—Bank Accounting Simplified. Bank Accounting Simplified is ready for your study now, so pe 

get in touch with your Burroughs man today. He'll bring lea 
This new portfolio suggests complete practical plans for all it right over. Burroughs Adding Machine Company, we 
phases of bank accounting . . . handled with money-saving Detroit 32, Michigan. 50" 
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tion). That was two years ago. Now 
nearly 500 of the county’s farm families 
receive each issue and requests to be 
added to the mailing list arrive each 
week from states in many parts of the 
country. These requests from fara- 
way places are the result of a recent 
article about our operations in the 
Mid-Continent Banker. 

About the expense of publishing 
Your Banker Sez: The binders which 


| we give with initial issues cost us 25 


cents each. We run off the issues on 
our bank mimeograph and address 
them with a miniature addressograph 
machine we bought for the purpose at 
a cost of $25. No envelope is used in 
mailing. We merely fold the sheets 
and staple them together. We figure 
each copy costs us 2% cents by the 
time it reaches the farmer. 


AS you might expect, we do a lot of 

work with the young 4-H Club peo- 
ple of the county. And we work with 
the vocational teachers who handle the 
Future Farmers programs. 
At present we are financing projects of 
dozens of youngsters who are compet- 
ing in local, state and national clubs 
with calves, pigs and sheep. Also, we 
are financing both the purchase and 
feeding of some high-grade imported 
dairy calves. Incidentally, we have 
found that it is best not to offer any 
kind of supervision of either 4-H Club 
or Future Farmer projects. The young 
people have excellent supervision to 
which we believe we can add little 
except by way of advice and help on 
finances. 

The loans to these farm youngsters 
are made at regular interest rates and 
each falls due at the time when the 
subject stock is scheduled for sale. 
The question is sometimes raised as to 


| what would happen to the bank’s 


investment in case of a serious stock 
epidemic. We have tried to make 
provision for that. At the time of each 
loan, the borrower pays $5 per calf 
and $2 per lamb or pig to a bank- 
managed insurance fund. This not 
only protects the bank, but also in- 
sures the borrower if his piece of stock 
should fall heir to some misfortune. 
These insurance premiums have now 
mounted far beyond the amount 
needed to take care of any contingency. 
We will take a vote of members of the 


} different clubs to learn how they want 


to use this surplus for group benefit. 
Another small but very well-received 








Wes Hou... 


THE GURTIS BANK-BY-MAIL SYSTEM 


BENEFITS BOTH YOU AND YOUR CUSTOMERS 





@ ELIMINATES collating, folding, and addressing by bank personnel. 


@ SIMPLIFIES handling — deposits are received “ready to process” with no 


cutting or tearing operations required. 


@ PROVIDES customers with a system that builds confidence and good will 


because it is safe. 


@ MAKES it easy for your customers to use — everything is combined in a 


convenient one-piece unit. 


Send for Details aud Samples 


CURTIS 1000 


INC. 


HARTFORD — ST. PAUL — CLEVELAND — ATLANTA 





























Over 241 national concerns 
opened branches in Atlanta 
last year making a total of 
3300 national firms who 
are now using Atlanta as 
their Southeastern distri- 
bution center. 


The ‘‘Friendly Fulton” 
is now serving over 300 
Southeastern banks as cor- 
respondent and invites you 
to use its complete facilities 
to speed and safeguard the 
financial transactions of 

our customers who are 
‘going South.” 


Write us today. You'll 
like our friendly cooper- 
ative spirit. 
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8esture we are making to the young 
people goes like this: Through club 
leaders we publicized the fact that we 
wouid give one registered gilt (brood 
sow) to the youngster who has the 
best record in club work. From this 
Pig, he will give to his club for disposal 
| the first two pigs in the first litter. The 
gt gilt and remainder of the litter 
} are 


nis to begin his own herd. We will 


mber, 1950 


do this each year, and the enthusiasm 
with which the club members have 
received the offer makes us quite sure 
that Lea County will raise many fine 
quality pigs in the years to come. 

We haven’t mentioned before what 
has become probably the most impor- 
tant part of our agricultural program, 
the encouragement of diversification 
and crop rotation in the use of Lea 
County land. We strongly advise 
farmers not to plant more than 50 per 
cent of any farm in “row crops,” the 
cotton and other crops which drain but 
give nothing back to the soil. We 
recommend that a good percentage of 
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The oldest and most respected name in fine 
bond paper. Made in white and seven colors 
Write for sample book. 


BYRON WESTON CO. DALTON, MASS. 
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LOAD 
STATEMENTS, 
FORM LETTERS, 

BULLETINS 


FOLDED 
READY FOR 
MAILING 





time-saving, 


cost-cutting 


efficiency 


FOLDING 


with a Davidson MACHINE 


Now you can fold your regular mailings without 
overtime, without upsetting office routine, without 
delay. Install a Davidson Model 120 and watch one 
girl do the work of 10 to 20. And watch your Davidson 
pay for itself even when used as little as once a month. 


Any girl can operate it. Adjustments are few and 
simple. Handles light and heavy paper from 3” x 3” 
to 10” x 14”. Sturdily built for years of trouble-free 
service. And it’s yours on easy terms. Thousands now 
in use. 


Our new “fact book” on office folding shows how you 
can cut costs. Write for your copy today. 


DAVIDSON CORPORATION 
A SUBSIDIARY OF MERGENTHALER LINOTYPE COMPANY 


1042-48 West Adams Street, Chicago 7, Illinois 





the remaining 50 per cent of the land 
be planted in alfalfa or some other 
ground-building legume, rotating the 
crops every three to five years. We 
are anxious to see our straight farmers 
become part-time ranchers, to get some 
stock on their land. And ranchers, 
vice versa. We want every rural 
family to have a garden and at least 
one cow. And though it may not be 
considered good short-term banking 
we have a standing offer to finance not 
only the needed cow but her first sea- 
son’s feed in cases where it is necessary 
in order to back up our policy. 

Neither have we mentioned one item 
which has gained us a great deal of 
continuous publicity in the county and 
which is helping us do our job. It is 
the radio telephone installed in the 
car we use to do our calling on farm 
people. It serves to obtain last-minute 
market reports for those farmers who 
want them, to let officers at the bank 
tell us of important calls to make 
while I am in a particular locality, to 
inform us if something at the bank 
needs our attention, or to check on the 
loan limit of a customer while talking 
with him about a business deal. This 
radio phone is especially valuable to us 
because we travel so large a territory 
and because we make it a practice to 
stay in the field all day, every day. 
And, of course, wherever our car goes 
with its long radio antennae rising 
from the rear fender there is a reminder 
that Lovington National Bank is out 
to help the farmer and rancher. 


OUR farm program may seem large 
for so small a bank as ours. Andit 
may seem even larger when we mention 
that we’ve touched only on the high 
points of our program in this article. 
But the farm loan program is directly 
or indirectly responsible for many of 
the Lea County people depositing their 
funds with us and bringing us their 
loan business of every kind. 

We believe each year will find more 
of our banking done in the field close 
to the farmer and rancher. And, as 
time goes on, our department’s reports 
will give the bank a detailed picture of 
the agricultural status of our area. 
For the farmer and rancher, no matter 
how large or small his operations, we 
will be able to furnish a long range 
budget and farming program. Any 
new service that will help these people 
will automatically be included in our 
program. We are sure that our bulle- 
tin, mobile telephone car, and 4-H 
and FFA financing will be but a small 
portion of our ultimate program. The 
Lea County activities that once 
changed from grasslands to oil and 
farming will, through greater develop- 
ment and diversification, become 2 
balanced agricultural territory. We 
feel that we have made some steps 12 
the right direction. 
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